MINI Hs 


= THE MAGAZINE FOR DISTRIBUTORS AND THEIR SALESMEN = 


lhe ‘et 4 


RAP LEADER 
N SUPPLY HOUSE 
SALES 


4 
~~. - . 
J, 
> 
a js 
7 
‘ 
ae - 
ee ane 
2 
u 
- p% 
ata be 
q de fa 
% 
us i, ote 
Dea st 
Bi ag Gy 
mh 
5 
ee 
na ~ 
i 
ad od ie 
in iced me, 
és 4 


Fa 
i" $e 








PULSE STEAM TRAP 















THE “No. 17” BEAVER 


A popular trouble-free unit-type ratchet. Cuts clean, 


sharp threads on steel, wrought iron, cast iron, brass, 





\BEAVen ae 
copper, rubber or aluminum pipe. 





Right or left. 








Note the re-enforcing arch between the dies to 
prevent spreading of die slots. Also large open- 


ings for oiling and chip clearance. 


Range 1 / g to 2 inches 





The “No. 17” Beaver Ratchet is sold in separate units—a 
Ratchet Handle and individual die heads for each size pipe. 
The units may be purchased as desired. It is not necessary 
to buy the complete range. 














Rugged individual 
die heads for each 
size of pipe } to 2”. 





The “No. 17” is as simple as a solid die with the money- 
saving advantage of removable die segments which can be 
resharpened over and over again. The die segments are 
square in shape—no weak “off-set” to develop water cracks 
in heat-treating. Special long-throat die grinding produces 
easy starting and easy pulling. 











Each die head is a complete unit and will cut a standard 
thread only. No adjustment. No bushing is required. 








The “No. 17” is a popular tool because it is rugged in 
construction; it produces clean, sharp threads on all kinds 
of pipe and it is built to stand rough usage in the hands 
of unskilled or careless workmen. 


Jobs like this are easy with There is a definite need for the “No. 17” in every pipe shop. 
Ne. 17 Denver Rascher. You will do well to call the attention of your trade to its 
advantages. 


BEAVER PIPE IQDLS 


838 MILLS AVE 38 Years of Quality WARREN, OHIO 
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Reliability 


is the watchword of the Aviation 





Industry. ® Reliability of its products has 
been attained through sound engineer- 
ing and dependable manufacturing 
equipment. © The Industry has been 
quick to recognize the Reliability of 
NATIONAL Metal Cutting Tools on their 


most important machining operations. 
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. THAT IS BUILDING PROFITS 
FOR MILL SUP IBUTORS 
a—iieoednmeea LINK-BELT 


=> 
POWER TRANSMISSION 
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Power Transmis 

























Ses “why” ‘mill supply 
cag keep increasing sales — why 
théy have a natural profit - building, 
Spportunity — and why they 

# more power transmission e 
ff customers on their books. 


i The line is complete and include < 
f anti-friction and babbitted beafings, 


take-ups, clutches, couplings, collars, ) 
pulleys, gears, hangers, etc., as well ” f 
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A BETTER BRONZE 


@ When you sell Bunting Precision Bronze Bars and Bunting Stand- 
ardized Bronze Bearings you sell not only a completely machined 
and finished product but the famous Bunting No. 72 alloy, a bearing 
bronze composed of 83% copper, 7% tin, 7% lead, 3% zinc, devel- 
oped by The Bunting Brass & Bronze Company to provide greater 
anti-frictional and wear-resisting properties than are found in other 
“general purpose’ metals. 

Bunting Precision Bronze Bars are made by a new casting technic 
which produces a metallic structure of unvarying uniformity regard- 
less of diameter or wall thickness. The cored bars are machined I.D., 
O.D. and ends. The solid bars are centered. Every piece shows the 
size, stamped on bar from end to end. . . Many new sizes have been 
added to the line, enabling the Bunting distributor to offer a compre- 
hensively complete bearing and bronze bar service to every customer. 
Write for new catalog. . . The Bunting Brass & Bronze Company, 
Toledo, Ohio. Warehouses In All Principal Cities. 


BUNTING 


BRONZE BUSHINGS - BEARINGS 
PRECISION BRONZE BARS 
BABBITT METALS 
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\, to % inch pipe 
5/16 to 1 inch bolts, U.S.S. or S.A.E. 


ADJUSTABLE PIPE & BOLT DIE HEADS 


These new “TOLEDO” adjustable die heads and dies represent the greatest advancement in 
small die head construction in years. Standard pipe or bolt threads, or an over or under adjust- 


ment of 1/64” on bolts, and 2 to 4 turns on pipe are obtained by loosening the four cover screws 
and turning the knurled ring until the dies are set to the desired size. 


Dies may be removed and reground when dull or may be replaced at small expense. Pipe Dies 
may be easily inverted for cutting pipe threads close to wall or ceiling. Each die head has ample 


chip clearance. Die heads may be used in the new two-handle die stock or in the ratchet handle 
for close quarters. 


Here is something new, something different, that fills a long felt need. 


Order in a sample head, carry it with you and you'll find a ready market for these little die 
heads. Literature will be sent promptly on request. 


User’s Price User’s Price 
2 Handle stock 


Rate chet handle 
4”, 4” or e ies 3.35 5/16”, 34”, 7/16”, 4%” or 9/16” adj. die head with R. H. 
VY” or 4%” bolt dies, U. s. S. o . 
Small aaa case, 


56”, 34”, 1” or 1” adj. die head with R. H. bolt dies, 
Large steel case, holds 16 Sain rate het and 2 “UO. S. S. or S. A. E 


0. 


3.50 
Prices subject to distributor’s discount. 


THE TOLEDO PIPE THREADING MACHINE CoO. 
TOLEDO, OHIO NEW YORK OFFICE, 72 LAFAYETTE STREET 
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ERESAREAL 


Variable Transmission Market Split Wide Open by Sensational 
New Allis-Chalmers Vari-Pitch Speed Changer! Prestige of other 
Allis-Chalmers Texrope Products Makes it Even Easier to Sell! 
Don’t Miss the Boat! Find Out What a REAL MONEY MAKER 
the Vari-Pitch Speed Changer Can Be For YOU! 








TWIST DRILL AND 
MACHINE COMPANY 


NEW BEDFORD, MASS., U.S.A. 
NEW YORK STORE: 130 LAFAYETTE ST. - - « « CHICAGO STORE: 570 WEST RANDOLPH ST. 
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WHEN IT’S HOSE YOU NEED 


Many thousands of men in industry have 
learned to depend on Thermoid for all of 
their industrial rubber needs. That's why 


“Specify Thermoid” has almost become an 
industrial ‘‘buyword*’ 


For example, Thermoid has been working 
closely with industry for over half a cen- 
tury in the development of hose for every 
type of service. It is therefore only natural 
that Thermoid can offer industry the broadest 
variety of all types of hose . . . and that in- 
dustry can turn to Thermoid for expert advice 
and cooperation on new handling or proc- 
essing problems involving hose. 


The next time you need hose .. . “Specify 
Thermoid”’. The performance and operating 
economies which hose built for the job can 
deliver are worthwhile. 





Among the many types of Thermoid Hose are: 


AIR HOSE FIRE HOSE BREWERS HOSE 

STEAM HOSE SPRAY HOSE CHEMICAL HOSE 

WATER HOSE CREAMERY HOSE GASOLINE HOSE 

SUCTION HOSE WELDING HOSE TANK TRUCK HOSE 
SAND BLAST HOSE 





THERMOID RUBBER 


Division of Thermoid Company 
TRENTON, N. J. 


hermol 


HOSE - BELTING - PACKINGS - BRAKE LININGS 








MILL SUPPLIES © AUGUST 1938 





“YES, SIR - 
ONE INADEQUATE UNIT WILL 
WEAKEN YOUR ENTIRE POWER 
TRANSMISSION SYSTEM” 





Dodge Distributors Can 
Offer a Complete Line... 


“The Right Drive por PS very Job” 


Dodge has always considered power transmission in its broadest 
aspect—The Right Drive for Every Job ... Consequently Dodge has 
developed a complete line of power transmitting appliances...Each = Dodge manufactures a complete line 
individual element is carefully designed and all practical sizes a 
and types provided ... They are ideally suited to individual serv- 

ice requirements and will perform economically and dependably. dae offers complete power drives 


Dodge not only offers its distributors and their salesmen a ee 
complete line of transmission equipment — but pledges its sup- 
port to them in developing and maintaining markets through 
promotion campaigns — in the production of saies literature ment is performing in every indus- 
which proves that "there is added value in the name Dodge.” try where power is utilized. 


DODGE MANUFACTURING CORP., Mishawaka, Indiana, U.S.A. 


EVERY JOB 


service conditions. 


Dodge power transmission equip- 


THERE 1S ADDED VALUE IN THE NAME DODGE 
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Selected distributors who are featuring Lincoln equip- 


ment have good reasons to be enthusiastic. The /ine is 
complete and up-to-date. It includes a full range of 
KLEENSEAL and Button Head Fittings, Hand Guns, 
Power Operated Dispensing Units and FLEX-O- 
MATIC Lubricating Systems. The policy of selective 


distribution makes the line mean some- 


thing to those who handle it. And the 





Lincoln KLEENSEAL and Button Head Fit- 
tings in all types and sizes are available for 
replacement and modernization needs. 


Speaking of a sound policy—are you familiar 
with 
Lincoln’s plan of ultra-selective distribution? 


Bi ieee, 





INDUSTRIAL 


LUBRICATING EQUIPMENT 


Lincoln proposition shows the distributor an adequate 
margin of profit. 

Practically all factories, mills, mines, shops and 
other places having machinery requiring periodic 
greasing are prospects for Lincoln products . . . Check 
all factors and it is easy to understand why Lincoln 


is a major line with many mill supply 


distributors. 





A few of the many types of hand operated 
Lincoln Grease Guns are shown above. The 
complete line is shown in Catalog No. 60. 


An Electric Lubrigun dispensing 
from original 400 Ib. m. 


LINCOLN 


PIONEER 
GENERAL OFFICES, ST 


BUILDERS OF 
LOUIS, MO 


ENGINEERING 


0 ee 
FACTORIES: ST 


COMPANY 


EQUIPMENT 
LOUIS, MO.,. DETROIT. MICH 
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Sinned Against or Sinning? 


IT HAS LONG been established that 
there are territorial borders be- 
yond which it is unprofitable for 
most industrial supply houses to 
operate. 

Faced by competition from local 
houses who can offer faster service 
because of nearby stocks and who 
naturally have a certain prestige 
in their neighborhoods, territory 
jumpers frequently resort to price 
slashing to “get themselves in’. 
By so doing, they may build their 
volume, but it is questionable 
whether the returns justify the ex- 
pense of extra-territorial canvass- 
ing and deliveries. And certainly 
they undermine the price struc- 
ture in these areas—which is a 
definite hardship on local organiza- 
tions. 

Fortunately, territory jumping, 
with attendant price cutting, is 
not what it used to be. The sit- 
uation has been radically im- 
proved by several factors, includ- 
ing: Definite sales agreements 
between manufacturers and dis- 
tributors, establishment and 
maintenance of resale prices by 
manufacturers and a constantly 
growing realization among dis- 
tributors that they can make 
more money through scouring 


their natural trading areas in- 
tensively under a program of 
planned selling than they can by 
traveling high, wide and hand- 





some for volume—but not so 
profitable—business. 

However, there are still com- 
plaints about distributors going 
far afield to take business at cut 
prices. Frequently, the offenders 
are not-too-responsible houses, 
but sometimes good houses, which 
normally hew to the line pretty 
well, go “haywire” in certain 
spots or on particular jobs. 

Where the manufacturer estab- 
lishes and maintains resale 
prices, he holds the power of ac- 
tion to deal with price cutters. 
Likewise, he has the stick to pun- 
ish any of his distributors who 
try to sell his products in terri- 
tories that are assigned to other 
houses. And while he will incur 
the ire of an occasional house by 
so doing, policing of situations of 
this kind will make his general 
distribution sturdy and profitable. 
He cannot be blamed for holding 
aloof if one of his distributors 
goes over into a “foreign terri- 
tory” where the manufacturer is 
not represented and tries to sell 
his line, but here again he can— 
and should—insist on the main- 
tenance of his established resale 
prices. 

Of course, where the manufac- 
turer cannot—or will not—con- 
trol a situation, it is up to the dis- 
tributor to fight his own battle. 
He can go to the industrial buy- 
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ers who are purchasing from out- 
siders on price alone and lay his 
case before them. His nearby 
stocks, immediate deliveries, 
emergency service, personal in- 
terest, loyalty—even the right to 
make a fair profit—can be ad- 
vanced as arguments as to why 
the customer should buy from 
him. In many cases, resistance 
will be broken eventually. Maybe 
the outsider will fall down in his 
service. Possibly, the local dis- 
tributor will awaken the cus- 
tomer to the debt he owes that 
house by one or several conspic- 
uous emergency jobs. In any 
event, it’s consoling to reflect 
that a business’ relationship 
which is without sound founda- 
tion is likely to come to an end 
sooner or later. And that’s where 
the local distributor may step in. 

If you are ever guilty: of ter- 
ritory jumping, especially with 
price cutting, remember the pro- 
verb: “Do unto others as you 
would have others do unto you”— 
then analyze your sales in “for- 
eign fields” and we doubt you’ll 
find the effort worth the cost. If 
you’re more sinned against than 
sinning, keep a stiff upper lip, re- 
port violations of “law and order” 
to your own manufacturers, but, 
above all, continue to sell your 
service, even in the toughest 
spots. 


THE REPUBLIC 
5S-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 


* 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 





* 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


a was leer Tod \4 ¢ & To distributors who have been long 


Freedom {rom competition from his ae Fe established or to those of shorter experi- 
source of supply, either direct or = 


indirect, among the trade covered é : eas 
by his day > dee outa ence, Republic offers better opportunities 

>. 4 sti. as a source of supply for mechanical 
Selling helps of reasonable a- 


mounts so that his sales force may f rubber products. 
be given the advantage of spe- 


cialized training and a knowledge ° The complete backing which Republic 
of the product sold. 

* gives its distributors is a customer-produc- 
ing influence that soon shows tangible 
results on the monthly balance sheet. To 
this is added the repeat-sales influence of 
Republic’s higher quality products. 

The Republic 5-Point Policy presents to 


any distributor the full cooperation he 


needs to make the most of his possibilities. 


Be ae 


: ate R 
a ae . =. 
OF LEE RUBBER AND 


Siienel : oon ; Division TIRE CORPORATION 
anulacturers o 
BELTING « PACKING YOUNGSTOWN, OHIO 


MOLDED PRODUCTS LEADERSHIP IN POLICY; PRODUCT AND PERFORMANCE 
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Dayton dirigible spreads terror 
MASS ATTACK: Fresh water fish here and there shuddered to learn 
the plans of distributors in Dayton, O. . . . Bob Dills (Klinger- 
Dills headed for Canada, well fitted out with tackle (also golf F 2 
clubs) ... A. G. Trangenstein (Dayton Industrial Supply) was Michi- PEN -\ ytd 
gan bound... And Fred O. Seelig (Sterling Rubber Products) was » 
headed just generally North, pole in hand... Not at all apropos 
of this, W. H. Kiefaber of the Dayton house is back on the job SA 
after attending the International Rotary convention in Frisco. Ne 


STRAWS IN WIND: If inventories are at all responsible for our 
present deplorable state, that situation is rapidly adjusting itself 
... Dan McMahon (Quigley) gets it from a large Eastern railroad 
that just about every other car is being traced these days ... A 
sure sign of somebody's anxiety about a shipment ... And a prom- a 
inent phenomenon when inventories are running low... Ray Smith a» 

(Boyer-Campbell) took himself ’way off to Europe to get a better ~ ne A 
perspective . . . And he optimistically posteards, ‘‘ According to 4 ‘ “ey 


NYY evmos 


Ray's idea of perspective 


the few papers I have seen, the wise ones seem to think business is 
going to perk soon ... Hope they are right!’’ (Us, too, Ray.) ‘A\ 
GLAD TIDINGS: Grand Rapids, Mich., is really considered grand 

by Ray Cody, salesman (Manufacturers Suppy), to whom was 

recently delivered a son . .. And by Ruth Tenckinek, stock clerk 

of the same outfit, whose wedding bells were due to peal July 27. 


A little trouble for Cody 


FOR TACKLE BOX: Customers of Harry P. Leu, Ine. (Orlando, or , 
Fla.) get a kick out of the complimentary rule the firm provides Ly 
for fishermen . . . They have managed to crowd 24 inches into the al (Ng 
space of less’n a foot ... So your puny eateh will always measure —— 
up to subsequent stories, 

Best shots on land or sea 
MARKSMEN: A hitherto unpublished feature of the Chicago outing 
at Wendell Clark’s (Samuel Harris & Co.) isle was the unerring 
ability of Sam Clark and Carl Channon (Great Lakes Supply) to 
aim potatoes at people’s noggins . . . Returning by boat from the A\ 
store with a load of groceries, Carl and Sam pelted their fishing mates : $x) 
until the supply ran out ... We gather they had macaroni that ¥ | wy’ / \ 
night ... In a wrestling match, a good set of teeth helped Carl [ hy % 
reduee Oscar Iber (QO. Iber Co.) to his own size. Thy 


Robert Grant, won the qualifying medal at the annual four ball 
tournament of Longmeadow Country Club, Springfield, Mass... . 
Seore was 67. (We told you before that Guy is bad medicine on 
the fairways) . . . About 35 years ago one of the best golfing 
eaddies in Connecticut was Bill Stauble (Holo-Krome) ... And 
he’s hung onto a lot of it even yet... Paul Heller (Heller Bros.) 
invented the eushion-neck club . . . Art Klebes (Smith & Klebes) 


Kt ) 
onee toured the country as a shortstop on a ball team that lost only Oy, i 
two games the entire trip. = lq 


\ 


SPORTS DEPT. Guy Donahue (Stacy Supply Co) and partner, Ai\ pF X 
Y 5 


Guy Donahue bears us out 


eymbal player in a band, worked up to the French horn... And so 

to selling bolts . . . Carl Meister (Allen Mfg. Co.) broke in as a = 
counter boy at Maddock’s in Philadelphia . . . Dick Carson (Carson- AY, 
Newton) was a cowboy member of the original 101 Ranch Show. ‘ttn ane 


J.d. W. Near-libel by an artist 


BEGINNINGS: Frank Treiber (Clark Bros. Bolt Co.) started as xs fy 
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STEEL MARKET 
CONFUSION EBBS 


FTER three weeks of turmoil 

in July, producers and dis- 
tributors of steel products have 
settled down, apparently, to live 
with the new conditions imposed 
by a radical change in the base 
point system of price establish- 
ment. 

During those hectic three weeks 
activity in the steel market was 
near the bottom as both buyers and 
sellers wrestled with the problem 
of understanding the changes as 
they applied in various localities. 
Canvassed by MILL SUPPLIES dur- 
ing this period, leading distribu- 
tors of steel reported generally 
that, “All is confusion.” However, 
they were fairly unanimous in be- 
lieving that the move would bring 
about no general change in sources 
of supply, and might bring an in- 
crease of competition in certain 
territories. 

In the South, one distributor of- 
fered the interesting comment 
that: “On highly competitive ton- 
nages the Southern mills will have 
an advantage not previously en- 
joyed, but this tonnage does not 
represent all of the business avail- 
able.” Southern jobbers seemed 
to feel their business should in- 
crease. 


The Shooting Ceases 


Several distributors were of the 
opinion that, “large producers and 
large distributors will meet any 
situation rather than lose business 
they now enjoy, even though this 
means a lessening of their profit.” 

When, on July 18, steel opera- 
tions rose 4.1 points to 36.4 per 
cent of ingot capacity (by July 25 
the rate had passed 37 per cent) 
this event was hailed by Business 
Week as indicating that “the shoot- 
ing was over.” 

“The initial confusion arose be- 
cause conclusion-jumpers assumed 
incorrectly that the industry had 
gone on an f.o.b. mill price basis,” 
said Business Week. “Steel prices 
have been and still are quoted on 
an f.o.b. price plus freight to des- 
tination, and the buyer pays a de- 


16 


livered price. If two mills com- 
pete for business, the buyer gets 
the benefit of that combination 
of mill price plus freight which 
nets the lowest delivered price. 
That, in a nutshell, is the basing 
price system. 

“The chief effect of the changes 


has been to diminish Pittsburgh’s 
control over the steel market. Beth- 
lehem’s answer to U. S. Steel was 
a natural. When the corporation 
put Birmingham and Chicago on 
the same basis as Pittsburgh, it 
toughened Bethlehem’s job in com- 
peting for Midwestern and South- 
ern __ business. So Bethlehem 
turned around and _ established 
Sparrows Point and Buffalo as 
competing basing points, thereby 
forcing U. S. Steel to absorb high 
freight costs on its eastern deliv- 
eries. And that, in essence, is 
what the entire industry has done 
(Continued on page 78) 


MILLIONS OF WORDS have been written and thousands of diagrams have been 
arawn to explain how the basing point system of price-making operates. But it's 


really very simple if you remember your algebra. 


Let B = the f.o.b. mill price 


(of steel, cement, etc.) at the basing point; let F=the cost of freight to des- 
tination, Then the price at destination will be that combination of B + F which 


results in the lowest net delivery price. 


In all, there are six possible combinations 
of B and F which will establish the market price. 


Four are diagrammed below. The 


other two would be: lowest base price plus middle freight rate, and middle base 
price plus lowest freight. Incidentally, the important thing to remember—always— 
about the basing point system of pricing is that although the cost to the consumer 
is based on f.o.b. mill prices, the buyer cannot go to a mill and pick up steel or 


cement. He mus buy it delivered. 





= 


THE ABC OF BASING POINT PRICES 


in four hypothetical examples, Business Week strips the basing point system 
of its academic complexities to show how it works in actual practice. 


EXAMPLE | 


$.06 10 $.15 


Mill A mill B mill € 


Base price $2.00 $2.05 $2.10 
Freight 06 10 15 
PRICE TO CONSUMER — $2.06 
lowest delwered price! 
resulting from lowest base price 
and lowest freight rate 


Base price $2.00 
Freight 3S 13 08 


EXAMPLE Il 


1S $.13 $.08 


$2.05 


mill € 
$2.10 


PRICE TO CONSUMER =— $2.15 


resulting from lowest base price 
and highest freight rate 





EXAMPLE Ill 


AS $.08 $.06 


milla mille = Mill C 
Bose price $2.00 $2.05 $2.10 
Freight 15 .08 06 
PRICE TO CONSUMER =— $2.13 


resulting from middle base price 
and middle freight rate 








Base price 
Freight 18 12 05 





EXAMPLE IV 





$.18 2 


vs 
mill € 


Mill A 
$2.00 


mill B 
$2.05 $2.10 
PRICE TO CONSUMER — $2.15 


resulting from highest base price 
and lowest freight rate 


© BUSINESS WEEK | 
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COOPERATE 


on the 


BUSINESS CENSUS 


Its to Your Advantage! 


Tuts year’s census of the country’s 
wholesale trade now stands at a critical 
point, wherein a deadline for assem- 
bling figures approaches and more re- 
turns are needed to give an accurate 
picture of the industrial distribution 
field. 

On July 27, F. A. Gosnell, Chief 
Statistician, Census of Business, De- 
partment of Commerce held a meeting 
in Philadelphia of the trade association 
secretaries and publishers’ represent- 
atives for the purpose of determining 
final plans for completing the census. 
At this meeting, it was explained that 
the Department of Commerce has 
sO many extensive projects coming 
through that a definite schedule must 
be followed, hence, the census of whole- 
sale trade must be put together for 
publication by October 1. It was fur- 
ther pointed out that more reports 
from distributors are needed. 

According to a plan agreed upon by 
those attending the meeting, additional 
report blanks will be sent to distribu- 
tors during the first two weeks of 
August. Everyone in the industry is 


* 


* 


urged to fill out these blanks and re- 
turn them to the Department of Com- 
merce as quickly as possible. 

It will be recalled that last year, for 
the first time, the Commerce Depart- 
ment recognized industrial distributors 
as a trade sufficiently important to 
justify a separate classification. It was 
thus possible to secure an authentic 
picture of the mill supply industry. 
This was an achievement carrying 
considerable advantage for the distribu- 
tor. Many large manufacturers use 
the Department of Commerce informa- 
tion in establishing sales development 
plans. Hence, when industrial distribu- 
tors were not included in the Depart- 
ment of Commerce picture of trade 
channels, distributors lost out in the 
development of plans by many prom- 
inent manufacturers. 

These reports are held in strictest 
confidence. If you have not yet received 
the necessary forms to make your re- 
port, write F. A. Gosnell, Chief Statis- 
tician, Census of Business, Department 
of Commerce, 2401 Chestnut Street, 
Philadelphia. 


MILL SUPPLIES © AUGUST 1938 





From top to bottom, everyone 
in the R. C. Neal Co. plays 
heads-up ball . . . There is no 
“employee relations" problem. 
... All are on their toes to 
give a top performance be- 
cause all are shooting at a 
based on 


bonus company 


profits 


by RAY C. NEAL 


President, R. C. Neal Co., Ine. 
Buffalo, N. Y. 


y V HEN we established our bo- 


nus system in 1934 we were 
looking for an effective means of 
stimulating sales effort by every- 
one in the company, and at the 
same time obtaining best relations 
with our employees. 

In the intervening period we 
have had a full opportunity to test 
the plan under conditions of both 
increasing and decreasing volume. 


To make everyone sales con- 
scious, our plan was set up to in- 
clude everyone in the organization. 
The base of our bonus is a fixed 
minimum salary. This is a point 
below which we do not feel we 
would or should go during any or- 
dinary business recession, and it 
is the amount of money on which 
we suggest to our employees that 
they base their living standards. 
Our method of payment keeps this 
minimum amount definitely in 
front of all employees always. 

The bonus plan which we de- 
cided upon is composed of two dis- 
tinct parts, the first based on the 
efforts and results of the salesmen 
individually, the second on the 
achievements of the company it- 


Enthusiastic counter salesmen are not bashful about "ganging up" on a customer to insure 


Today we are happy to say, “It 
works”—in fair weather or foul. 
The company feels that its objec- 
tives have been achieved 100 per 
cent. And our employees are 
agreed that the bonus plan is a 
just and desirable way of deter- 
mining their compensation. 

At the outset we were aware 
that there are many reasons why 
various bonus systems fail. Too 
many of them are designed to pro- 
vide for situations and conditions 
existing only at the time they are 
instigated. We felt that a bonus 
system which is_ continually 
changed is not apt to give both 
employee and employer the aver- 
age advantage to which both are 
entitled in a full cycle of business. 
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Bill Kaiser and Art Moore behind the counter. 


Ken Ledwin poses as a prospect 


self. Part I is a quarterly bonus 
based on increase of sales and 
profits over quota. It has three 
subdivisions. 

Division A is based on increase 
of net profit over the salesman’s 
bogey figure. Bogey is determined 
by using gross profit figure of the 
preceding year less certain ex- 
penses (travel, automobile, enter- 
tainment) of the same period. We 
then use as the bogey the quarterly 
average of the preceding year. (At 
the beginning of 1938, because of 
business conditions and because 
we felt, in all fairness, this increas- 
ing of the bogey could not continue 
indefinitely, we used 1936 figures 
instead of those for 1937.) Net 
profit, of course, can be controlled 





by the salesman by increased sales, 
or reduction in expenses, or both. 
Of this increase in profit we pay 
under Division A ten per cent to 
the salesman. 

Division B gives our men a pre- 
determined percentage on increase 
of sales on certain special lines 
over the preceding year. The bonus 
ranges from one per cent to five 
per cent of the increase. (Again, 
this year we are shooting at beat- 
ing 1936 figures instead of 1937, 
feeling that the former is more 
representative of a normal year.) 

Division C gives additional bo- 
nuses if a salesman will sell to a 
customer as much during the first 
three months of 1938 as he sold 
that customer in the entire year of 


1936. In this case, we pay two 
per cent on the net sales for the 
year 1936, or, if he sells as much 
to a customer during the first half 
of 1938 as he did in the entire year 
1936, we pay one per cent of the 
net sales of 1936. 

A salesman thus can really win 
on three different bonuses. An 
extreme case would be that under 
Division C a salesman who sold to 
a customer as much in three 
months as in the entire preceding 
year, would thereby receive two 
per cent of the preceding year’s 
sales; he could cash in on Divi- 
sion B bonus if the sales hap- 
pened to be made on one of the 
special lines; and, if that increase 
put him over his average quarterly 
profit of the preceding year, he 
would collect again under Divi- 


Here's the kind of smile that greets you at the reception desk. 
Jane Devine who has had lots of practice. 


Smiler is 


(Below) Fred Gierspeck rides 


herd on purchases, striking a fine balance between having enough but not 


too much stock on hand 


Courteous intelligent 
handling of phone or- 
ders is easy for "Chip" 
Chipman. In back- 
ground, Horace Putnam 
checks on inventory 


sion A by a bonus of ten per cent 
of his increase. 

All of the above, of course, ap- 
plied to the selling force. Yet the 
inside people, too, may participate 
under Part I as follows: 

After we determine the total 
amount of bonus due the salesmen 
for each quarter, we then take a 
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pre-determined percentage of that 
total in addition to be divided 
among all inside workers. These 
people are divided into four classi- 
fications. According to their rated 
positions and _ responsibility, all 
within a class are paid the same 
bonus. 
(Continued on page 72) 





Sell Unit Heaters 


They're a line to be pushed all-year-'round to a 
multitude of markets—but now plants are check- 


ing their heating systems for winter, and it's an 


especially good time to get in your "two cents” 


by EDWARD J. McOSKER 


A UGUST is a hot old month— 
conducive to concentration on 
cooling fans, tropical clothing 
and the seashore rather than 
heating problems. 

But the man who has the re- 
sponsibility for keeping proper 
factory, shop or _ institutional 
temperatures in the cold months 


Editor 


must buckle down to such mat- 
ters during the “dog days’— 
while there is yet time to make 
necessary alterations in heating 
systems before steam is turned 
on for the winter. 

Consequently, the distributor 
and his staff who sell things that 
go into heating layouts must be 


“heating minded” at this time of 
the year if they are to cash in on 
their finest opportunities. 

Increasingly, distributors are 
becoming interested in unit heat- 
ers. Numerous houses have tak- 
en on lines and are pushing sales 
aggressively. Others are just 
getting started. If your house is 
not in either class, maybe you’d 
do well to consider—now—tak- 
ing on a line. If you are han- 
dling unit heaters, this is the 
time to make sure you are 
equipped and ready to stage a 
real drive for business, now that 
the big season is opening up. 

How does the unit heater fit 
into the distributor’s sales set- 
up? In attempting to answer this 
question, let’s first consider brief- 
ly—not technically, at all—what 
the advantages of the product 
are. 

First, unit heaters are expert 
at distributing heat evenly. The 
fan, which is a part of the unit, 
recirculates the air and also 
sucks in the cold air which is 
constantly filtering into the 
room, heats it and blows it di- 
rectly over the area to be 
warmed. Direction of warm air 
flow from the unit heater to the 
proper point may be controlled 





by movable shutters. This con- 
trol is in contrast to ramblings 
of heat from a radiator which 
first mounts to the ceiling and 
then forces and follows the cold 
air down to the floor, whence it 
sometimes bounces back away 
from the breathing height (five 
feet) where it is really needed. 

Another point claimed in favor 
of the unit heater is its ability to 
function quickly. It is said that 
it will heat the air and get it to 
its appointed destination almost 
as quickly as the coils of a radia- 
tor itself can become completely 
heated. 

The unit heater is_ ideally 
adapted to spot heating—a cold 
corner of the shop, a point just 
inside the entrance doors, on the 
loading platform, or in any part 
of the building where the present 
heating system needs to be sup- 
plemented. The unit heater has 
flexibility. It can be installed at 
any point on the steam line. It is 
not necessary to put in a complete 
system. But once one unit has 
been installed and does its job 
effectively, the way is opened to 
selling the idea of heating an en- 
tire department or a complete 
plant by means of unit heaters. 

Services of the unit heater are 
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not confined to heating for the 
comfort of people. Many pro- 
ducts must be stored or processed 
under uniform temperatures, and 
the unit heater, because of its 
quick and efficient heat control 
and the ease with which it can be 
spotted in almost any location, is 
“Johnny-on-the-spot” to handle 
the situation. Fresh fruits and 
vegetables are an example of 
goods that must be maintained at 
prescribed temperatures. (Some 
must be ripened in the ware- 
house.) A sugar warehouse em- 
ploying only a very few people 
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may find it advisable to equip the 
building completely with unit 
heaters. Certain metals in pro- 
cess must be kept at determined 
temperatures. Proper heating is 
necessary in concrete-pipe cur- 
ing, the treatment of castings 
and the preparation of textiles. 
Many other similar applications 
could be cited. 

Dairies, laundries and other 
plants where condensation is a 
factor find the unit heater high- 
ly serviceable in removing “fog” 
conditions because of its ability 
to warm and circulate air, thus 
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UNIT HEATER SELLING POINTS 


1. Even heat distribution. 

2. Speed of heating (air recircula- 
tion). 

3. Elimination of cold spots and 
drafts (spot heating). 


4. Maintenance of materials at uni- 
form temperature. 


5. Adaptability to process work, dry- 
ing, etc. 


6. Elimination of steam or “fog” con- 
ditions. 


7. Saving of valuable wall space. 
. Flexibility and ease of installation. 
9. Lower fuel costs. 


@ 





eliminating “cold spots”. Where 
air circulation and distribution 
are important, a unit heater will 
frequently take the place of an 
expensive blower and pipe coil 
system. 

From the standpoint of econo- 
my, installation of unit heaters 
frees valuable wall space for 
other uses. Still, unit-heater in- 
stallations often result in the 
sale of other items handled by 
industrial supply houses, such as 
gate, air-relief and check valves, 
unions, pet cocks, and sometimes 
—where a hook-up must be made 
away from the steam line—pipe 
and fittings. These latter items 
would be required with any kind 
of installation to také care of a 
bad heat condition where the 
area to be heated is off the steam 
line. 

A thermostatically controlled 
unit heater installation normal- 
ly effects definite fuel cost sav- 
ings. Boiler load is required 
only when actual heating is neces- 
sary, eliminating excessive cost of 
constant boiler operation which is 
characteristic of antiquated heat- 
ing installations. 

Elsewhere in this article a 
table lists many of the possible 
markets for unit heaters. How- 
ever, market possibilities might 
well be summed up with the state- 
ment that every type of customer 
called upon by the distributor’s 
salesman is a prospective user 
of unit heaters. Nor is it to be 
assumed that this is the only time 
of the year during which unit 
heaters can be sold. Fact is that 
during the cold months you may 
produce some of your best sales, 
if, during your visits to plants 
you will keep your eyes open for 
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“cold spots” and explain to the 
engineer, superintendent or de- 
partment foreman how these can 
be eliminated easily by means of 


unit heaters. And there is no 
time of the year when you can 
afford not to be on the lookout for 
places where processing, drying 
or maintenance of constant heat 
conditions can be improved by 
unit heater installations. 

You don’t have to be an engi- 
neer to sell unit heaters. That 
fact seems to be definitely estab- 
lished. Manufacturers provide 
you with data books which not 





RECOMMENDED 
INSIDE TEMPERATURES * 


Type of Building Deg. F. 
Factories, Machine Shops... .60 - 65 


Factory Offices.............- 68 
Foundries, Boiler Shops...... 50 —60 
NEY 5 cf ase esie)s'y aveeeoceid 66 
BOD os v.0.0: 0: 600-bsincceeevn cle 
Garages—storage only....... 50 
Garages—repair ............ 60 - 65 
Garages—show rooms....... 65 -— 68 
Garages—wash racks........ 70 
PERE 70 
IR a uit art hia a ict ero ate 65 —68 
Theatres—seating space ..... 68 — 72 
Theatres—lobbies .......... 65 
ED oiarey ids dwneeas 55 — 65 
ES ee rer 75 
Recreation rooms ........... 60-65 
Re Fa eee 70 


Entrance ways, Vestibules. ...70 — 80 





* At breathing line (five feet above 
floor) and not less than three feet 
from outside walls. 


Unit heater installation 
in paint spray room of 
Toro Manufacturing 
Company, Minneapolis, 
manufacturer of motor- 
ized lawn mowers, sold 
by R. C. Duncan Co. 
Heater provides quick 
and even drying follow- 
ing painting operations. 
(Photo courtesy Auto- 
vent Fan and Blower 


Co.) 
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UNIT HEATER MARKETS * 


Factories Machine Shops 
Foundries Steel Mills 
Textile Mills Packing Plants 
Dye Houses Car Shops 


Round Houses 
Bus and Railroad Stations 


Laundries Warehouses 
Dairies Hangars 
Garages Gasoline Stations 


Drying Processes 
Other Process Work 
Vapor Absorption Systems 


Stores ; Offices 

Loading Platforms Theaters 

Auditoriums Foyers 

Churches ’ Gymnasiums 
Recreation Rooms 

Arenas Zoos 





* Wherever the distributor’s sales- 
man goes, he can well afford to keep 
his eyes open for possible installa- 
tions. 


only inform you on the proper 
applications of unit heaters to 
meet a wide variety of conditions, 
but tell you just what you must 
know about conditions before rec- 
ommending the particular size 
and type of heater to do a job. If 
you are not certain as to your rec- 
ommendation, your manufactur- 
er will be glad to check your fig- 
ures, and chances are he will 
send one of his sales engineers 
post haste to the scene—at your 
request—when you have any 
sizeable installation in prospect. 

Nor is installation of unit heat- 
ers a problem of consequence for 

(Continued on page 72) 
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| A Bayer Soke at Salesmen 


—And therein gets his impression, good or bad, of the firms they 
represent. ... If you want a quick picture of how you look to 
the man across the desk, here it is, straight from the shoulder of — 


J. B. NORMAN 


Purchasing Agent, The Insulite Company, Minneapolis 


le HAS frequently been pointed 
out that buying is the source of 
all sales. Certainly the purchas- 
ing agent for any organization has 
an unusual opportunity to observe 
salesmen and their methods of op- 
eration. 

In our work of purchasing for 
the Insulite Company and the 
group of companies with which it 
is affiliated, we buy a wide variety 
of supplies and materials running 
into millions of dollars, including 
miscellaneous machinery, coal and 
chemicals; almost everything, in 
fact, that is required for the op- 
eration of three paper companies, 
two lumber companies, a railroad, 
pole and tie treating plants, two 
power companies, and the Insulite 
Company. All of this involves 
business relations with many com- 
panies and their representatives, 
salesmen of almost every conceiv- 
able type, many of whom are ex- 
ceptionally well qualified for their 
jobs. 

I often wonder, however, how 
many of these men realize the full 
importance of their responsibili- 
ties. In many instances they rep- 
resent the only personal contact 
we have with their company. Their 
appearance and general demeanor 
give us our first impression of the 
firms they represent. It is from 
them that we gain our first opin- 





ions of the policies of their firms 
and it is surprising how frequently 
the character of a company is re- 
flected in the actions of the men 
who represent it, how often the 
value of its products is expressed 
by the enthusiasm of its sales- 
men. Conversely, an indifferent 
presentation lends an impression 
of lost confidence, lack of confi- 
dence in the product or the firm 
that manufactures it. So to a 
marked degree, salesmen are re- 
sponsible for the standing of their 
firms in the territories they cover. 

Then there is the responsibility 
of these men to their buyers. We 
feel that it is the duty of every 
salesman who calls to give every 
possible bit of information he can 
about his products as far as the 
facts relate to our use for it; to 
keep fully informed about market 
trends and to do everything he 
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possibly can to help our business 
of buying intelligently the things 
he has to sell. 

We try to give the salesmen 
who call an opportunity to give us 
the facts. We like to have them 
feel that they are helping us to 
buy the right products rather than 
to believe we have to be sold on 
their particular brand. And it has 
been our experience that sales 
made on that basis develop into 
the most satisfactory transactions. 

It appears to us that the more 
successful salesmen are those who, 
know their products and their 
uses thoroughly, but who interpret 
those uses into terms of our needs. 
In the final analysis, we are inter- 
ested only in knowing how a prod- 
uct will serve our purposes be- 
causes it is upon that basis our 
requirements are met. 

The salesmen who present their 
products in that way invite our 
confidence. They approach the 
problem from our _ viewpoint 
rather than from their own. They 
make it their business to under- 
stand our wants and needs and 
then discuss the services their 
products will render in those 
terms. In a way, they become 
assistant buyers rather than sales- 
men, but we are thoroughly con- 
vinced that their helpful attitude 
is reflected in better sales records. 
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Piwensnen well planned is 
half done. 


So, feeling the sales meeting or 
conference is an important cog in 
our sales machinery, we believe in 
planning every one thoroughly. 
Conversely, we believe no sales 
meeting is worth having unless it 
is well planned in advance. 

We have found it advisable to 
announce the schedule for our 
sales conferences well ahead of 
time, the announcement specifying 
the time of adjournment in order 
that our out-of-town men can plan 
when they will be back home and 
our city salesmen will know when 
they may make appointments with 
customers. The announcement also 
includes information regarding the 
speakers, subjects to be discussed, 
demonstrations planned, and other 
features of the conference, includ- 
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Then the 


ing luncheons, dinners, banquets 
and social events. 

We schedule definitely the order 
of business for our meetings. In 
doing so, we try to put ourselves in 
the salesman’s shoes and so plan 
our program that we will cover 
the points on which he would like 
—or needs—to be informed. We 
find our schedule usually runs 
something like this: 

1. Talk by the head of the com- 
pany. 

2. Introduction of new lines, 
preferably by manufacturers’ rep- 
resentatives. 
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D. R. Davis of the Lunkenheimer Company 
gets "right down to the point" with 
samples and literature as he introduces a 
new valve at a Briggs-Weaver meeting 


by JACK B. DALE 


President, Briggs-Weaver Machinery 


Company, Dallas, Texas 


3. Review of old lines by our 
cwn salesmen. 

4. Problems of and suggestions 
from department heads. 

5. Demonstrations by 
representatives. 

6. “Summing it up” by the sales 
manager. 

The head of the company covers 
the business situation in our terri- 
tory and the country as a whole, 
the outlook for the immediate and 
more distant future—and what 
the company is doing to meet con- 
ditions. He announces new lines 
or departments, new policies, new 
avenues of business. Credit poli- 
cies are made clear. This talk 
may be pessimistic sometimes— 
but it looks at facts! 


factory 





“Give ‘em a rest every hour and a half,” 
says Jack Dale, so the entire Briggs- 
Weaver sales organization gets outside 
and sits for its picture between sessions 


Much of the success of the dis- 
tributor’s salesmen in selling new 
lines depends upon their initial 
presentation and upon the points 


made bearing up in actual experi- 


ence in the field later on. Hence, 
we say to the manufacturers’ rep- 
resentatives introducing new lines: 

“Your time is limited. Remem- 
ber that the management has 
studied your company’s policies, 
and that the salesmen know your 
company is a good one or we 
wouldn’t have taken on your line. 
All this will be explained to the 
men by our management. So im- 
mediately get into a discussion of 
your product. Bring out samples. 
Explain what the item or line is, 
where it is used. What is its com- 
petition? Use names. After all, 
our salesmen are your company’s 
salesmen. What are the advan- 
tages of your line, its weaknesses? 
The latter will be discovered by 
the men eventually anyway, so 
you’d best tell the boys in advance. 
Tell the men how you sell it, why 
it will profit the customer to re- 
place what he is now using with 
what your company makes. Call 
for questions, answer them. Ar- 
range to make a few calls with 
each salesman. Stop your talk at 
the scheduled time!” 


We say to our own salesmen: 

“Be considerate of the manufac- 
turer’s representative. He may 
not be used to making speeches. 
If he is discussing a new item 
added to an old line, there may be 
things he, too, must learn about it. 
Remember that he is a salesman, 
like you, and so to get him to do 
his best for you, encourage him. 
Don’t criticize him or his line un- 
less the criticism is constructive. 
Don’t embarrass him or throw cold 
water on his efforts.” 

We expect the same considera- 
tion from our department heads. 
While we want them to bring out 
new sales leads for lines under 
their jurisdiction, while we want 
them to describe unusual sales 


@ In the May number of MILL 
SUPPLIES were presented case 
studies of the methods employed 
by numerous distributors in con- 
ducting sales meetings. Since the 
sales meeting is so important a part 
of the modern industrial salés pro- 
gram, from time to time we shall 
offer articles regarding successful 
plans worked out by _ individual 
houses. Such an article—meaty 
and interesting—is this one by Jack 
B. Dale, Briggs-Weaver Machinery 
Company.—The Editors 


MILL SUPPLIES © AUGUST 1938 


made by our men and to generally 
instruct and inspire the staff, we 
ask that they remember always 
that the salesmen must support 
the programs of all our depart- 
ments and cannot concentrate on 
one to the neglect of the others. 

Where the manufacturer is to 
conduct a demonstration, such as 
on welding or the use of fire ex- 
tinguishers, and where a special 
location must be had for this pur- 
pose, we arrange it for the end of 
the day, as it is difficult to get the 
men settled down afterward for 
further routine discussion. We 
always suggest that manufactur- 
ers’ representatives allow the sales- 
men to operate the tool or ma- 
chine that is being shown. 

We feel that a good pep talk 
by the sales manager is the best 
thing in the world to close a sales 
conference. The saies manager 
must be an optimist. A word of 
praise for the deserving, a brief, 
but cheerful inspirational talk to 
the staff will clear up any little 
unpleasantnesses that may have 
developed during the meeting and 
send the boys out determined to do 
a better selling job than they have 
ever done before. 

A little fun mixed in with an 
interesting business program goes 
a long, long way toward making 
everybody happy. If meetings are 
to last long we break them up with 
a recess. 
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1,000 visit Indianapolis M. & S. to 
view expanded quarters and get 
a sales story on lines the firm 
handles 
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|" OBSERVANCE of the open- 
ing of a new office building and 
general expansion of its facilities, 
the Indianapolis (Ind.) Machinery 
and Supply Co., staged an open 
house and industrial exhibit in its 
hj 1. F. A. Smith (left), Economy quarters June 17 and 18. P 
Machine Products Co., gets in Approximately 1,000 active and 
a word with H. Lewis, manager prospective customers of the com- 
of Indianapolis Machinery and pany visited the 27 impressive ex- 
Supply's mill supply depart- hibits offered by manufacturers, 
ment. 2. Executives: M. A. saw the company’s stock rooms and 
Feinberg (left), secretery-tree:- +41 warehouse and partook of 
urer, Indianapolis Machinery 
and Supply Co. and Edwin Sumptuous refreshments. Every 
Letzter, president, in Mr. Letz- visitor had a chance to win one 
ter's attractive new office. of the many door prizes offered by 
3. Jack Bennett, W. O. Barnes the company and its manufactur- 
Co., gives a hack saw demon- ers, 


aration for two vitor, C- “sen interest was manifested by 
shirt sleeves. 4. .M. W. Dallas Visitors in the exhibits—many of 
(center), E. C. Atkins and Co., them being action displays—and 
talks things over with a visitor in the trip through the stock rooms 
while agent ote es — and warehouse. Numerous orders 
on. e utomatics curtin an . 

threading Jones & Leceiiie steel were placed during the show, 
attracted a great deal of inter- The new office building is 30x 
est. C. F. Goldcamp, J. & L., 150 feet and the offices are fitted 
is at the right, while another up handsomely. A _ space, 50x 
J. & L. man, W. B. McCaw, is = 100 feet, has been “clipped off” the 
to his right rear. 6. Lady P. A.! warehouse and will be used for an 


Miss L. Thomson, purchasing : , % 
egent fer the Sechwned Meso- attractive permanent display room. 


facturing Co., with Bill Tudor 
(left) and Bob Stephens, both 
of Indianapolis M. & S. 


Be 























1. What is bead chain? 

2. What are its principal uses? 

3. Of what material is it usually 
made? 

4. If a shaft is worn at the jour- 
nal, what is one good way to re- 
pair it? 

5. Can the same method be used 
in lining a tank with stainless 
steel? 

6. Is such a coating impervious 
to fluids? 

7. How can it be made impervi- 
ous, at least for all practical pur- 
poses? 

8. Can you name five common 
welding processes? 


Gua 


12. Is a helmet necessary for 
this process? 
"13. Why are helmets worn by 
arc-welders? 

14. Which processes add metal 
in welding? 

15. Which process is most used 
in assembling small metal toys? 

16. What isa B&O? 















The <hiness 


HAE A PAGVERK FOK IT 


Two of a trade hate each other. 


If rabbits go out to hunt the fox, who 
will come home with a bloody coat? 


It makes small difference by what rope 
a man is hanged. 








9. What process is commonly 
used in joining auto-body sheets? 

10. How does this process oper- 
ate? 

11. Which welding method is 
commonly associated with a metal- 
cutting process? 











“Tell me, little gypsy. is that louse from Syracuse cutting prices on 
me again?"—Sales Management 
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17. Which drill is capable of do- 
ing heavier work, carbon-steel or 
high-speed-steel? 

18. What is the common name 
for high-speed steel rod in small 
diameters? 

19. How does it differ from cold- 
rolled? 

20. What is a common name for 
hexagonal tool steel? 


21. How can cold-rolled steel be 
hardened? 


22. What are common cloth 
backings? 
23. Are there distinctions in 


weight here too? 
(Answers on page 76) 


Sam Supplier Dines Alone 


The other night Sam Supplier 
decided to dine with his step-broth- 
er’s nephew’s father, his father’s 
mother-in-law’s husband, and his 
step-mother’s father-in-law. He 
ordered the best meal on the menu, 
reserved a special table in the best 
spot in the town’s smartest restau- 
rant—and had the table laid for 
one. In other words, Sam Sup- 
plier gave himself a dinner party. 
Yet all the people he had decided 
to dine with were present. How 
is this possible? 

(If yow’re not so good on rela- 
tives, or you don’t think much of 
your wife’s husband's spouse's abil- 
ities as a puzzle solver, you'll find 
the answer on page 78) 
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A TOUR 
Through the New 


) & L STRIP MILL 


T’San old adage that “a steel mill buys the book”... 

And the new 96-inch continuous strip mill of Jones 

& Laughlin Steel Corp., Pittsburgh, is no exception .. . 

Revealing though they may be, these photos supplied 

through the courtesy of J & L can only suggest the 

wide scope of sales opportunities awaiting the supply 
salesman who calls on steel producers 


TONGS—Two workmen in the coiling pit wind the strip on a 
spindle, from where it is ejected into a cradle and upended 
onto an endless chain conveyor carrying it under the floor io 
the coil storage. Note that the men wear safety shoes and 
gloves. Binding wire, conveyor parts, steel flooring are used 


LUBRICANTS—V-trough gravity conveyors carry coils from one 
operation to another. Here dogs halt and hoist the coil for 
weighing after leaving a pickling unit. Lubricants aplenty are 
in demand, plus operating valves, scales, piping and steel floor 
plate. The pipe guard you see is welded 


WIRE ROPE—To insure high surface quality in fin- 
ished products the contact and backing up rolls are 
changed frequently. Weighing from 10 to 55 tons 
each, rolls are changed with a rig and 75-ton crane 


MOTORS—A pproximately 900 motors are used to drive 
rollers in runout tables. This scene shows the flying 
shear where material to be finished as sheets in cut 
length is cut. You also get a good look at some size- 
able business on piping, electrical conduit and controls 


CHAIN DRIVE—Section of the galvanizing unit, show- 
ing how sheets from the zinc bath are carried on a 
continuous steel belt under a blast of air for cooling. 
Apparently good lighting and fixtures are considered 
important. And there is a steady call for lubricants 


28 MILL SUPPLIES © AUGUST 1938 





CHAIN—Cranes and handling units call for large quantities of 
chain. In the sheet pickling unit acid resisting chain is used to 
suspend pickling crates in an acid bath, removing dirt and scale 
from sheets. Here, too, they need trucks, casters, valves and 
safety equipment such as gloves and goggles 


BELTING—An important part of the feeding equipment is formed 
by belting. In this four-high temper mill sheets, after annealing, 
are given a final rolling, or skin pass to restore smooth finish. 
Lighting is important here. Piping, valves, fittings—and more 
motors—are frequently called for 


PUMPS—Two 7-stage centrifugal pumps, each rated at 
1,200 gallons per minute, supply water to descaling jets. 
Peddlers, feast your eyes on that market for piping, 
valves, gage glasses, etc.! 


fe oT 
* : ep ip * 


COMPRESSOR—This three-stage air compressor supplies 
air under 1,200 pounds pressure to the accumulator in 


water lines of descaling system. Needed here are copper 
tubing, valves, gages, pipe-welding equipment, motors, 
controls. And under that guard (background) is either 
a belt or chain drive 


HOSE—A close-up of rolls in the cold rolling mill, where 
coils from the hot mill get another rolling, improving sur- 
face finish. Here’s a good example of the amount o 
fittings, hose, couplings, valves and pipe used 
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Eveayrainc that hap- 
pens around heat has a bearing on 
refractory recommendations—kind 
of fuel, volume of furnace, ratio 
of cooled surface to uncooled re- 
fractory, type of firing, excess air, 
furnace draft, chemical composi- 
tion and fusion temperature of 
the fuel ash, gas velocity next to 
the wall or arch, height of set- 
ting, and rate of heat liberation. 

Of course, not all these factors 
have much bearing in a baking 
oven or some similar low-heat ser- 
vice, but they become increasingly 
important as the heat goes up— 
reaching their maximum in power 
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boilers. There, choice of refrac- 
tory is vitally important, because 
the recommended brick must be 
able to stand the service, yet not 
be over-costly. It’s a nice little 
job of balancing between a brick 
too expensive for the job and 
cheaper brick not able to stand the 
gaff. Often, the cost of installing 
a new refractory wall where a 
cheap one has failed is greater 
than the cost of the refractory— 
particularly if failure occurs. 

Refractory materials used in 
boiler furnaces are fireclay, kao- 
lin, diaspore, cyanite, silicon car- 
bide and chrome. 
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Largest market, and most difficult service 
for refractories is the modern power boiler 


First-quality firebrick are made 
of fireclay having an alumina con- 
tent of about 40% and fusion tem- 
perature of 3,000 to 3,100 deg. 
(Fire-wall face temperatures may 
reach 2,800 deg. F.) Second- and 
third-quality firebrick have lower 
alumina content and lower fusion 
temperature and should never be 
used in combustion chambers. 

Kaolin is used in the manufac- 
ture of super-refractory brick 
that are very dense, have an alu- 
mina content of 43 to 45% anda 
fusion temperature of 3,100 to 
3,250 deg. To avoid volume 
changes in service, brick of this 
material have a high percentage 
of pre-calcined kaolin and are 
burned at higher temperature than 
fireclay brick. 

Cyanite and diaspore are used 
mixed with fireclay to give special 
refractories of high alumina con- 
tent. By varying the amount of 
fireclay used, the alumina content 
in the resulting brick can be gov- 
erned. Special brick containing 
50, 60, 70 and 80% alumina are 
standard products with many re- 
fractory manufacturers. The fu- 
sion temperatures for such brick 


Refractory bricks and cements 
have a difficult and vitally im- 
portant job to do—but they 
can do it—if you sell the right 
ones for the right places 


by 
E. J. TANGERMAN 


Technical Editor 














are respectively 3,200 to 3,250 deg., 
3,290 to 3,300 deg., 3,335 deg. and 
3,389 deg. Early high-alumina 
brick gave trouble from shrinkage, 
but recent developments have elim- 
inated this difficulty. 

Diaspore is used almost entirely 
for these special refractories, be- 
cause cyanite has to be imported 
from India, hence is too expensive. 
This type of refractory has given 
some trouble from spalling (flak- 
ing away of the face), but in the 
two lower grades the spalling ten- 
dency has been greatly reduced, 
and in fact some of the diaspore 
refractories now show high resist- 
ance to spalling. They have excel- 
lent resistance to slagging of ash 
of high basic oxide content but 
are fluxed by coal slags having 
a high percentage of lime. High- 
alumina brick are practically inert 
to the influence of CO, and SO 
weakens them less than it does 
fireclay brick. 

Silicon carbide is a product of 
the electric furnace. It is a com- 
pound of silicon and carbon pro- 
duced at a temperature in excess of 
4,000 deg. It is formed into re- 


fractory brick and shapes by bond- 
ing selected grain sizes with small 
percentages of refractory bonds. 


Characteristics of brick made of 
the refractory are strength at high 


temperature, density, resistance to 
abrasion, infusibility, low spalling, 
uniformity of size, high thermal 
conductivity—the latter quality 
making this refractory suitable as 
a facing material on water-cooled 
walls. In reducing atmospheres, 
silicon-carbide refractory is prac- 
tically unaffected by slags, and for 
this reason is often used at the 
clinker line in stoker-fired fur- 
naces. In an oxidizing atmosphere, 
as occasionally occurs in the upper 
portion of a furnace, oxidation be- 
gins at temperatures as low as 
1,500 deg., causing gradual growth 
or permanent expansion. Likewise, 
under this condition it is decom- 
posed at ordinary furnace tem- 
peratures by slags high in iron. 
If air is present, silicon carbide 
should be cooled to take advantage 
of its slag resistance. 


Use of Chrome 


Chrome is being used for high- 
temperature cements and as a plas- 
tic refractory on water walls and 
furnace bottoms. It is not used 
in boiler furnaces in brick form 
because of its high spalling char- 
acteristics. It is the most neutral 
refractory known, hence is highly 
resistant to slag erosion. Its fu- 
sion temperature ranges between 
3,400 and 3,700 deg. 


Asimportant as 
proper recommen- 
dation in service 
from a refractory is 
proper installation. 
Be sure the refrac- 
tories you sell are 
correctly used 


Here is a long heat- 
treating oven 
through which auto- 
motive crankshafts 
are passed. Bricks 
on side wall are one 
type of refractory, 
while another is 
used on floor 
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Plastic fireclay refractories have 
a considerable field of usefulness 
for repairing boiler settings, espe- 
cially around doors, burners, and 
other places where special shapes 
are used. They are also used for 
completely lining a furnace, giving 
a monolith structure. To get the 
most satisfactory results from 
plastic refractory used as a fur- 
nace lining, it is essential that it 
be installed by masons who have 
had extensive experience with its 
application. Likewise provision 
should be made for expansion by 
building the wall in panels. There 
is also now available an air-set 
refractory that can be poured like 
concrete into a form and is claimed 
to be designed for operating tem- 
peratures of 3,000 deg. 

Recent development has brought 
out light-weight insulating fire- 
brick suitable for continuous ex- 
posure at temperatures up to 2,900 , 
deg. with fusion temperatures of 
about 3,200 deg. Panels with 44- 
in. of insulating firebrick have 
a heat flow of about 350 B.t.u. 
per sq. ft. per hr. with a hot-face 
temperature of 1,800 deg. It is 
claimed these insulating brick may 
be used as furnace lining in oil- 
or gas-fired installations and in 
coal-fired furnaces where they will 

(Continued on page 68) 





Home of Robinson, 
Cary & Sands since 
1881—a building 
erected by Minnesota's 
Governor Merriam 


[a as the “oldest 

dealers in machinery and railroad 

equipment in the Northwest” and 

“a firm which grew up with the 

railroads,” Robinson, Cary & 

Sands Co., 67-year old St. Paul 

house, rated rotogravure treatment When Robinson, Cary & Sands Co., was founded 67 years ago, 
in a recent Sunday issue of the P P . 

it Gait Shenae Din. St. Paul was a struggling village .. . No wonder this fine old 


The illustrated article said in company was recently featured in the St. Paul Pioneer Press 
part: 

“When St. Paul was a struggling 
little town only 23 years old, two 
men, Robinson and Cary, saw the 
need of a distributing center for 
machinery coming into the new 
territory and answered it by estab- 
lishing a small shop on Third 
street. The place occupied a one- 
story building and boasted a pay- 
roll of six employes. That was in 
1871. 


“E. F. Sands entered the em- 
ploy of the company in 1880. In 
1898 Mr. Sands was taken in as a 
member of the firm and the name 


changed to Robinson, Cary & Their father, E. F. Sands, joined the company in 1880—nine years after its founding. 
Sands Company : : Left to right—Edward F. Sands, vice-president; Robert A. Sands, treasurer; Herbert E. 


Sands, ident 
“The new plant prospered as St. a: ey 


Paul developed. In ten years the 
Third street shop was too small to 
handle the volume of trade and the 
company moved to its present 
quarters at 241 E. 4th St., in 1881, 
in a building built by Governor 
Merriam. Today, the Robinson, 
Cary & Sands Company is the 
oldest dealer in machinery and 
railway equipment in the North- 
west and its products are found in 
points as far distant as Alaska, 
South America and China. The 
firm is officered by H. E. Sands, 
president; E. F. Sands, Jr., vice- 
president; R. A. Sands, treasurer; 
and C. A. C. Hooper, secretary.” 
Robinson, Cary & Sands sells, 
besides railroad equipment, mill 
supplies, power plant equipment 
and machine tools. The house is 
widely and favorably known in the 
industrial supply field, among both 
distributors and manufacturers. 


R.C.S. executives, salesmen and office 
workers assembled for this interesting 
picture 


He directs selling effort. 
L. L. Erwin, sales manager 
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ale tp 


from the Trade Press 


Because of space limitations, most items appearing in this 
department have been reduced to their elemental facts 
through digesting. Where the reader's interest is particu- 
larly great, we recommend that the article be sought out 
and read in detail in the paper where it originally appeared. 


Sixteen Successful Selling 
Methods for Salesmen 


Most salesmen admit that they 
have had to change their sales meth- 
ods if they want to get their share 
of orders today. The present con- 
dition of business has changed buy- 
ing habits and buying desires and 
salesmen who have not adjusted 
their selling technique to the times 
are failing to get many orders. 

Below are listed 16 successful 
methods used by 16 successful sales- 
men. 

1. Offer constructive suggestions. 

2. Comb territory for new ac- 
counts. 

3. Concentrate on best accounts. 

4. Let advertising help you, par- 
ticularly with new accounts. 

5. Individualize your selling. 

6. See more prospects. 

7. Look for new sales arguments. 

8. Demonstration wherever pos- 
sible. 

9. Use a better build-up and more 
pressure. 

10. Make fair comparisons. 

11. Watch your talk and follow a 
plan! 

12. Give personal entertainment. 

13. Give them facts and figures. 

14. Cash in on loyalty. 

15. Get into clubs, politics, ete. 

16. If you lose an order, analyze 
yourself. 

—Printers’ Ink, July 14, 1938 


Efficient Order Routine 
Lowers Office Costs 


Almost without exception, business 
houses today are eliminating dupli- 
cate typing of orders, shipping tags 
and supporting papers. Many inno- 
vations can be found. For instance, 
when the order invoice is typed, one 
operation suffices to make sufficient 
copies for recording and statistical 
purposes, as well as shipping require- 
ments, including the shipping tag or 
sticker. 


An improved order-desk arrange- 
ment has been developed by a Chi- 
cago manufacturing and sales com- 
pany. Around the sides and back 
of the desk, extending upward ap- 
proximately 24 ft., a mat board is 
placed. On this board the various 
price and shipping schedules are 
placed, readily visible at all times 
by the order clerk. This device has 
obviated the difficulty of consulting 
an indexed order book or price and 
data sheets, and telephone conversa- 
tion has improved because the board 
tends to exclude surrounding sounds. 

One company has done away with 
monthly statements. Extra copies 
of the invoices are accumulated in 
the customers’ files and at the end 
of the month they are transmitted 
to the customers with adding-ma- 
chine tape summaries.—By Harry L. 
Wylie in American Business, May, 
1938. 


Avoid the Commonplace 
In Sales Letters 


Facts, sales points, features, im- 
provements, special adjustments, sav- 
ings, improved methods—the stories 
of all these flow into the ears of the 
buyer day after day, week after 
week, month after month, in a verit- 
able flood. How can anyone, even 
were he super-human, be expected 
to retain in his mind, even a small 
part of this mass of information? 
Therefore, an opportunity superb en- 
ters! The humble sales letter comes 
into its own. 

Confirming sales calls by letters is 
a method being used successfully to 
increase sales. The facts set forth 
in an interview are all too frequently 
overlooked, if not completely neg- 
lected in many and many an organ- 
ization. 

The questionnaire used in sales let- 
ters serves a very useful sales pur- 
pose, but the situation calls for better 
and ingenious techniques to bring 
the desired results. 

Illustrating the product in the 
makeup of the sales letter is not new, 
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but it still is of great attention value 
and greatly helps to identify the 
product. 

Featuring company names in sales 
letters as users of your product or 
products may mean a great deal to 
some people, whereas to others they 
mean nothing at all. Including bul- 
letins which have interesting and fac- 
tual information is another method 
of making the sales message you are 
trying to put across more inviting. 

—Industrial Marketing, July, 1938. 


Little Courtesies Important 
In Keeping Customers 


A successful sales manager has 
listed some of the methods he uses 
in keeping contact with customers. 
These are: 

Letter acknowledging the courtesy 
extended to salesmen on their first 
call, whether an order was gained 
or not. 

Prompt 
orders. 

Sales tips passed along by all 
salesmen on visit. 

Seasonal greetings at such times 
as Christmas, birthdays or formal 
anniversaries. 

Occasional friendly telephone calls 
when there is a logical reason for 
making them. 

Evening meetings with salesmen 
occasionally if they are in favor of 
them.—Printer’s Ink for June 2, 
1938. 


acknowledgment of all 


First Sell Salesman 
Is Best Plan 


An old saying has it that “a sales- 
man must be sold on his house and 
his lines before he can sell very well.” 

This saying may not be true 
enough to qualify as an axiom—fake 
stock pushers, for instance, are 
highly successful salesmen although 
far from sold on their houses and 
their merchandise. 

Nevertheless, it is: true that the 
sales force which is sold on its com- 
pany and its line is likely to be a 
very good one. 

Selling the salesmen is much like 
any other form of sound selling. The 
right attitude or position. must be 
taken towards the “buyers”. High 
pressure must be the last resort. 
Over-selling must be avoided, or con- 
tinual re-selling will be very difficult. 

The world of sales management is 
full of failures to sell the salesmen. 
And the worst of it is that when a 
sales manager is making the failure, 
his best friends won’t tell him—they 
like their jobs too well. 

Failures seem to be the products 
of ballyhoo, over-inspirational talks, 
and cuteness in general. Successes 
come from giving enough of plain, 
meaty information. 

And solidly-sold salesmen sell sol- 
idly.—Forbes, July 15, 1938. 
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10 years ag0 IN MILL SUPPLIES 








LINGER COMPANY, DETROW, 
WAS PREPARING TO LEAVE 
WITH HIS WIFE ABOARD THE 
“ILE DE FRANCE FORA 
MONTHS TRIP ABROAD 











gi! Piru ADDITIONS TO FACTORY BUILD- 
#3 faa INGS AND EQUIPMENT, THE BUNTING 
PEST HIN GRASS AND BRONZE COMPANY, TOLEDO, 
— -- OHIO WAS IN PROCESS OF DOUBLING (TS 
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a Muses ANNOUNCED “THE 
Z| INAUGURATION OF A SERIES OF AD- 
ea VERTISEMENE DEAGNED TO SELL THE 
IMPORTANCE OF THE SUPPLY HOUSE TO 
INDUSTRIAL USERS, TO BE MADE A- 
VAILABLE T DISTRIBUTORS FOR THEIR UE, 
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MORE “THAN “TWENTY FIVE 
YEARS WITH THE QUEEN CITY SUPPLY 


COMPANY OF CINCINNATTI, OHIO, HYN- 


SON G, BURTON MOVED INTO THAT OR- 
GANIZATIONS NEWLY AQUIRED RICHMOND, 
INDIANA, BRANCH AS (TS MANAGER, 


~-_ — 


| “TON AND LAMBERT MANUFACTURING COMPANY, DETROIT 





™ Ae, DUSTRIAL SUPPLY CO., WHICH WAS IN- 
se Sy, | CORPORATED MARCH 26, 1928, AND 
‘GC 29% OPENED FOR, GUSINESS A MONTH 


hi A DISTRIBUTING AND MANUFACTURING 
ss CENTER WAS PREDICIED BY P.H.WORK- 
ZZ. J} MAN, FOUNDER OF THE COLORADO (N- 
\ 
ee 


ej LATER AT IGIT WAZEE STREET... 


Rony ELECTED ORAC- 
OF THE CHISHOLM— 
MOORE HOIST CORP, 

(DIVISION OF COLUMBUS- 
Mc KINNON CKAIN CO) 
WERE : JULIUS F.STONE, 
PRESIDENT ; JULIUS F.STONE 
H JR.VICE PRESIDENT; Tic. 
| DUNN, VICE PRESIDENT 
AND TREASURER; AND 

FREDERKK MITCHELL,SE 
RETARY ° ° °o ° — 





a ae 
Teese- HEALY, INC. 
ROCHESTER, N.Y, HAD 
MOVED FROM 116 1420 
St. PAUL ST. °o oO oO 


N AN ARTICLE APPEARING IN “Th ST,1928, 
(SGUE OF MILL SUPPLIES, HOMER A, PLUNKARD, OF THE CLAY- 


EXPLAINED (MANY OF THE USES OF 
THE BLOW TORCH AND SHOWED HOW IT 
\ COULD BE SOLD THE YEAR ‘ROUND. 














I 
a Dron THE DEATH OF GEORGE H. MANNING, PILESIDENT OF THE TENNESSEE 
MILL AND MINE SUPPLY COMPANY, KNOXVILLE, ls BROTHER, 
E.T. MANNING WAS CHOSEN TO FILLTHE VACANCY, AWN: 
) OTHER BROTHER, F.7,. MANNING, BECAME VICE PRESIDENT, WHILE 
miMSEP TJ. 1. HENDERSON CONTINUED AS SEXRETARY- TREASURER. 
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(Reading time: 29 seconds or less) 

@ Greater speed on a certain brushing 
operation was required in a New England 
plant. The correct type of Osborn 
Brush for the job demanded higher 


speed equipment than that in use. 


It was determined that the potential 
savings, which could be obtained by 
using the right brush for the job, would 
quickly absorb the cost of new power 
equipment. When this fact was establish- 


ed, the new equipment was purchased. 


THE MOST EXTENSIVE LINE OF 


GL 


+ My 
y AF 7 uf 


INDUSTRIAL BRUSHES 





BUSINESS 


TO SELL GOOD 
BRUSHES 1/7: 





ion 
p on 


It’s significant when an Osborn 
Brush, costing relatively little, justifies 
the purchase of expensive power equip- 
ment through savings effected by lower 
production costs. 

Facts like that help to explain why 
Osborn Distributors and their “Brush 
Conscious” Salesmen continue to build 
good business with Osborn Brushes. 


THE OSBORN MANUFACTURING COMPANY 


5401 HAMILTON AVENUE «+ CLEVELAND, OHIO 
Sales Offices: New York * 


Detroit + Chicago ¢ San Francisco 





. SERVING ALL 


INDUSTRIES 


Briggs-Weaver Machinery 
Boosts Sales Crusade 


At a sales meeting of the Briggs- 
Weaver Machinery Co., Dallas, 
Texas, held July 8 and 9 the entire 
staff heartily indorsed the National 
Salesmen’s Crusade, which is being 
sponsored in Dallas by the Sales 
Managers’ Club. 
Jack B. Dale, president of Briggs- 
Weaver, is a director of the Dallas Towne) in the quarterback pose. The leap-frogger is Dave Moffatt (L. S. Starrett) and the 
Managers’ Club and reports his sales- genial cooperator is Bill Eberlein (Greenfield Tap & Die) (Photograph by the Phila- 
men are doing their best to spread delphia Evening Bulletin) 
the movement in the various terri- 
tories. 
At the sales meeting, the company 
presented its new electrical supply 
catalog which is now being distrib- 
uted to the trade and also held a 
school to better acquaint the sales 
staff with the machinery line of 
Sprout, Waldron & Co., whose line 
the company recently added. 


R. C. Neal Co. Sends 
Interesting Sales Letter 


R. C. Neal Co., Buffalo, N. Y., ina 
clever sales letter to its customers 
relates the history of the company 
and ties it in with a shoe-string 
which is attached to the letter. 
Starting off with “What’s Ahead” 
and then discussing “What’s Gone 
By”, the sales promotion letter goes 
on to thank its many customers, 
which it prefers to call friends, and 
promises them all continued faith- 
ful service. 


Sees & Faber were represented at the Knitting Arts Exhibition, Philadelphia, with this 
effective booth, featuring products the firm handles and calling attention to its 50th 
Anniversary, now being celebrated. J. T. Carlsen (Skilsaw), seen in photo, was one of 
those in attendance for duration of the show 


Z 
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a. 
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A $100,000 fire gutted top four floors of Hole-in-one! F. B. Shearer, York (Pa.) Machinery & Supply Co., turned the trick. Left 
the O. Iber Co., Chicago. Firm carried to right are those who can prove it: Jack Brougham; caddy N. B. Hess, Mr. Shearer and 
on from a temporary location near by H. C. Watt (Brown & Sharpe Mfg. Co.) 
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This fall our salesmen are 
going to concentrate on a few 
lines with outstanding ac- 


ceptance. As a buyer, have 








you any suggestions 2? 
* 























Ask about the HEWITT profit franchise. HEWITT RUBBER CORPORATION, Buffalo, N.Y. 


HOSE © CONVEYOR AND TRAHSMISSION BELTS @© PACKING 
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Factory men tune in on a coast-to-coast salesmeeting of the 
Henry G. Thompson Co., introducing the new "Rezistor” 
blade. In the front row are W. B. Sturges, foreman of heat 
treating department; M. J. Radecki, superintendent, and 
W. Zombathy, chief heat treater 


Boyer-Campbell's safety equipment booth at the Michigan State- 
Wide Congress, Detroit. According to Sales Manager J. F. 
Phillips more than 2,500 registered 


Johnston Co. and Gates 
Men Hold Joint Meeting 


The William T. Johnston Co., Cin- 
cinnati, Ohio and district represen- 
tatives of the Gates Rubber Co., 
held a joint meeting on July 9 to 
discuss V-belt drives for larger ap- 
plications. 

The entire sales force of the John- 
ston Co., were present. 


MILL & 


Increased and modernized service facilities for Black & Decker 


and Van Dorn portable electric tools in Southern California are H. P. Weller Supply Co., Erie, Pa. Weller’s have been Osborn 
provided in this new location, 1941 S. Flower St., Los Angeles representatives for the past 30 years 


This striking window display of Osborn brushes was set up by 


Neatly arranged and impressive stock of oil and gas wel! supplies of the McJunkin Supply Co., Charleston, W. Va. 
Delegates to the West Virginia Oil and Gas Association convention July 27 and 28 in Charleston welcomed the 
chance to look in on their trusty suppliers there 
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FULL PAGE ADS 


IN “POWER” + “MILL & FACTORY” 
“POWER PLANT ENGINEERING” 
“INDUSTRIAL POWER” 




























A magazine advertising campaign reaching a total of 
more than 105,000 live gauge glass prospects tells the story 
of the new Broad Red Line Gauge Glass. Drives home its 
many points of superiority . . . its ease of reading, simpler illum- 
ination, greater safety. 


Each and every one of these advertisements offers the reader a free sample 
that he can use. Hundreds of these samples are going out, many right into 
your territory, acquainting your prospects with the advantages of this new and 
better gauge glass. 

And to more actively help you we have prepared literature for you to send to your cus- 
tomers. Add to these powerful selling factors the fact that you can now give imme- 
diate delivery of the new Broad Red Line Gauge Glass to every customer, because you 
can, for the first time, cut odd lengths from stock. Write for details. 


LITERATURE GIVING 
COMPLETE DETAILS 


~ "ea 
PYREX 


pad 


TCX GAUGE GLASSES 


Em CORNING GLASS WORKS, CORNING, 17.¥. 


“PYREX"”’ is a registered trademark and indicates manufacture by Corning Glass Works. 


FROM ANY ANGLE EFFICIENT ILLUMINATION CUTTING ODD LENGTHS 





Itiseasiertoread. The broad redline Visibility isfurther increased by illum- Nowyou can furnish odd lengths of 
makes visibility of the fluid level inating the transparent redline from Red Line Glasses cut from stock for FREE SAMPLE TO 


greater from every angle. the rear. that occasional pick-up order. 


= EVERY INQUIRER 
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New Saw 
SELLS ON SIGHT 


Yes, Van Dorn’s new Portable Electric Saw is the finest saw 


you’ve ever seen—or sold! With its many new and unusual fea- 
tures, it almost sells itself. Just the tool for wood sawing, metal 
cutting, or for slotting marble, tile, asbestos, transite or porcelain 
with abrasive discs. With its new power, new deeper cut, new 
positive easy-to-adjust angle and depth adjustments; this com- 
pact, rugged, light weight, easily handled saw is a welcome 
addition to any shop. It’s the ideal item with which to line up 
advance Fall business. And, as usual, Van Dorn’s effective, con- 
vincing advertising is right on the job to help you sell. The Van 


Dorn Electric Tool Co., 717 Joppa Road, Towson, Maryland. 
(Div. of Black & Decker Mfg. Co.) 


The Red-headed 
PORTABLE ELECTRIC TOOLS 
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WESTERN STATES 
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Supply sales volume for June managed to maintain the distinct ~ 
fos 
' 


gain registered the previous month. Actually the MILL SUPPLIES 
Sales Indicator rose .3 point, from 79.2 to 79.5. Substantial gains 
were registered in the Middle Western, Pacific Coast and Western 
groups of states, with slight dips noticed in the North Atlantic 
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and Southern territories. 
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Wire Rope.... 


Bethlehem (formerly Williamsport) 
Wire Rope is backed by a 50 year service 
record. It’s a tried-and-proved standby 
wherever wire rope is used. We offer 
a design of rope for every purpose. 








Form-Set, Bethlehem’s preformed rope, 
offers definite advantages for many uses. 
The individual wires are shaped into the 
form they will take in the finished rope, 
while the rope is made. 

The pre-forming operation tends to elim- 
inate internal torsional stresses and to 
make a more stable and better balanced 
rope. It makes ropes easier to handle. Cut 
ends need not be “seized” or “served” to 
prevent unwinding. Form-Set ropes spool 
better and run smoother and truer. Being 
more stable, they are less subject to dis- 
tortion which may shorten life. 
Form-Set Rope saves workers’ hands in 
applications where handling is necessary. 
Broken wires lie snugly in place. 





ces: Bethlehem, Pa. District Offices: Albany, Atlanta, Baltimore, Boston, Buffalo, Chicago, Cincin- 

‘Houston, indianapolis, Johnstown, Po., Kansas City, Mo., Los Angeles, Milwaukee, Nash- 

“caegealpes go) cane bende e mempaatonag ated 
Rishon. ok eapsd” «ope oqetn ant Corporation, New York, 
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.-. with the background of a name that 
means quality in every form of steel 


‘There’s a separate story behind each of the steel products mentioned here—a story of the utiliza- 
tion of the experience gained in making practically all kinds and forms of steel for all industries to 
fit each product for its intended service. 


Steel Pipe.... 


"Bethlehem Pipe is manufactured in the most modern lap- | 


and butt-weld pipe mill in this country. And from ore to 
finished pipe it is manufactured by the integrated team- 
work of one local plant organization. Every operation is 
directed with an eye to making the best pipe. 


Beth-Cu-Loy pipe offers pipe users the opportunity to 
obtain two to three times the rust resistance at but slight 
added cost. Tests carried out by the American Society 
for Testing Materials show that copper-bearing steel — 
identical in composition to Beth-Cu-Loy —is two to 
'two and one-half times as resistant to atmospheric cor- 
fosion as ordinary open-hearth steel. The same tests 
indicate that copper-bearing steel has double the life of 
open-hearth iron, and outlasts even copper-bearing iron 
by a substantial margin. 


Yet Beth-Cu-Loy costs much less than plain iron or cop- 
per-bearing iron — and only a trifle more than standard 
open-hearth steel. 


Bolts, Nuts and Rivets... 


Bethlehem Steel Company, besides being a producer of 
practically every type of steel, is one of the country’s 
largest makers of bolts, studs, nuts, rivets, and spikes. 
Whatever your need in these lines, Bethlehem can sup- 
ply it. If it is any one of the 3600 common headed or 
threaded products, you'll find it already in stock, waiting 
for immediate shipment. Whether you need machine 
bolts, carriage bolts, plow bolts, turnbuckles or clevices, 
bolts for high temperatures and pressures, bolts to with- 
stand corrosion, or bolts for battering loads, you can 
count on prompt service from our Lebanon, Pa., Plant—a 
complete mill in itself, devoted entirely to the manufac- 
ture of bolts, nuts, and allied products. If you're looking 
for a dependable source of industrial fastenings which 
combines a wide range of items with quick action on 
deliveries — get in touch with Bethlehem. A telephone 
call or telegram to the nearest Bethlehem district office 
will start the shipment on its way ... in a matter of hours 
if your order is a rush one. 
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Here’s a Case History of a Money- 
Making Sale... by a Salesman Hand- 
ling Allis-Chalmers Pumps! Don't 
Pass Up This Opportunity! Trained 
Engineers in Allis-Chalmers’ District 
Office Near You Will Give Engineer- 
ing and Technical Assistance When 
You Need Help in Closing a Sale. 
Get with the Line where Sales Are 
Easy .. . the Complete Line . . . the 
Alllis-Chalmers Line! Get those BIG 
PROFITS in Allis-Chalmers Pumps! 


You'll Find the Way to Pump Profits Paved 
by Sales Helps Like This Allis-Chalmers Adit 


958 - 
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L. W. Hopkins, of Pattison 
Supply Co., Dies in Akron 


L. W. Hopkins, who has been man- 
ager of the Akron office of The W. 


L. W. HOPKINS 


M. Pattison Supply Co., Cleveland 
for 35 years, died recently at his 
home in Akron. 

Mr. Hopkins was active in vari- 
ous affairs in Akron and was widely 
known for his likeable character and 
fund of humor. He leaves in addi- 
tion to his widow, a married daugh- 
ter Mrs. Malick and a granddaugh- 


ter Marjorie. 


California Salesmen 
Visit Manufacturers 


In the past month two salesmen 
of Marshall-Newell Supply Co., San 
Francisco, Cal., have visited several 
plants for more selling ammunition. 

Nick Lohse spent several days at 
the Lunkenheimer plant in Cincin- 
nati, Ohio, and Don Paxton, who 
came east to buy a new car at Pon- 
tiac, Mich., visited the Chicago Belt 
Co., and the Hewitt Rubber Co., in 
Buffalo. 

Marshall-Newell held a drive on 
Keystone lubricants during’ the 
months of May and June which was 
quite successful and provided win- 
ning salesmen with additional vaca- 
tion funds. 


Farquhar Machinery 
Install 60 ft. Crane 


The Farquhar Machinery Co., 
Jacksonville, Fla., has installed a 
60 ft. overhead crane in its steel 
fabricating plant. L. Smith, super- 
intendent of the Structural Steel 
Department now claims orders can 
be handled faster and more effi- 
ciently. 

C. M. Walton, who has worked 
his way up from warehouseman to 
floor salesman has just been pro- 
moted to junior city salesman. G. 
G. Wright, city salesman, who has 
been ill for the past six weeks is 
now back on the job and in the best 
of condition. 


“THE ENGINEER WHO USES 
BELMONT PACKING 


Belmont Distributors, we want you to meet “An 
Economist in Overalls.” We're sure you'll be glad 
to know him—because he’s a factor that’s helping 


High-P. Asb 
Packing—Belmont 30 
Made from closely 
woven asbestos 
cloth frictioned 
with a heat-resist- 
ing rubber com- 
pound. The center 
asbestos block is 
made by folding 
the cloth upon it- 
self. The rubber cushion is com- 
pounded to remain resilient when 
subjected to extreme tempera- 
tures. Always furnished lubri- 
cated and graphited unless other- 
wise specified. Rubber cushion 
supplied on all packing space 
sizes from 7/16"' upward; smaller 
sizes without rubber cushion. 





Square Braided Asbestos 
Packing—Belmont 754 
Made of Long Fibre Asbestos 
Yarn, with a fine copper wire 
twisted with each strand. Braided 
square in the same manner as in 
braided flax pack- 
ings. Each strand 
of metallic yarn 
is lubricated and 
graphited, result- 
ing inathoroughly 
lubricated finished 
packing, which 
avoids possibility 
of hardening in 

service. 


THERE’S A BELMONT 


to swell your sales this month. 

From the pages of leading trade publi- 
cations he’s smiling his message of 
saving. He’s pointing out to industry 
the job that Belmont will do—and that 
Belmont Packings are sold through the 
Belmont Distributor. 

Furthermore, he’s telling packing buyers 
all about the Belmont Sample Kit. How 
—thanks to this ingenious little kit—the 
buyer can actually see the quality of the 
packing he has selected. Also, that no 
Belmont Distributor is ever without it. 
Having met our “Economist”, you and 
your prospect now have a mutual friend. 
because your prospect has met him too 
—in his favorite industrial magazine. 
It's an advantage that you should im- 
mediately follow up. Today, make that 
call you've been putting off all week. 
We can almost bet it'll be a sale! 
Some choice territories still open. Write 


today. 
BELMONT SUPPORT 
HELPS DISTRIBUTOR SALES 


PACKING FOR EVERY SERVICE 


BELMONT 


_ ae ae 


) en 


THE BELMONT PACKING & RUBBER COMPANY 
BUTLER AND SEPVIVA STREETS e PHILADELPHIA, PA 
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6” 1 HAP. 
8” 12 HP. 





GRIP HANDLE 
OPTIONAL 





THE U. S. 6-POINT 
DISTRIBUTOR PLAN 


. Full Line 
. Super-Quality 
. Economical Price 





. Protection 
. Good Profit 
. Sales Aid 


For sales and profit 


ownshwwn-=- 














THE UNITED STATES 


SEE 





NEW 


PORTABLE SURFACE 


GRINDERS 


Models No. 2500 and 2505 


@ Sell these to replace 
old style, heavy, cum- 
bersome, straight alter- 
nating current grinders 
... feature these 1938 
style grinders . . . as 
new as tomorrow. 


Exceptionally high-powered. Light weight 
—easily handled. Aluminum housing— 
air-conditioned. 


For grinding, buffing, polishing, sanding 
down castings and innumerable other 
operations in foundries, railroad shops, 
body shops, machine shops, etc. 


Air-cleaner keeps dirt and dust from 
motor; ball-bearings grease-packed in 
dust-proof housings. Fully equipped. 


Write for catalog 
and full details 


ELECTRICAL TOOL CO. 
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NEW LINES 
taken on by 


Distributors 


BUHL Sons Coo., DETROIT, MICH., has 
announced its appointment as dis- 
tributor for products of the Allis- 
Chalmers Co. 


Moore Dry KILN Co., JACKSONVILLE, 
FLA., is now a distributor for the 
mechanical rubber products manu- 
factured by the Republic Rubber 
Division of the Lee Rubber & Tire 
Corp. 


INDUSTRIAL SUPPLY Co., SALT LAKE 
City, UTAH, J. W. RALSTON Co., 
SEATTLE, WASH., and WESLEY D. 
Low, KNOXVILLE, TENN., have been 
appointed to handle the Lewis- 
Shepard Sales Corp.’s line of mate- 
rials handling equipment. 


CAMPBELL HARDWARE & SUPPLY Co., 
SEATTLE, WASH., is now stocking 
the products of N. A. Strand & 
Co., Chicago. 


KASPER & KOOETZLE, INC., BROOKLYN, 
N. Y., has added Harnischfeger 
electric welding rods and equip- 
ment and Eberhard Faber “Dura- 
mark” and “Hot-Rite” pencils. 


BELT Rope SuppLy Co., SYRACUSE, 
N. Y., has taken on products of the 
American Brass Co., and the Tay- 
lor-Wharton Iron & Steel Co. 


Samuel Skiff Dies 


Samuel Skiff, vice-president of 
Squier, Schilling & Skiff, Newark, 
N. J., passed away June 21 after 
many years in the industrial supply 
field. His passing will be deeply 


felt by his many friends and asso- 
ciates. 





Burning the midnight oil overtime is A. A. 

Wettengel, president of Schlafer Supply 

Co., Appleton, Wis., preparatory to start- 

ing a vacation trip through the National 
Parks in the Rockies 
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, i Zax 
i of the biggest advantages Ta) T 
being © Goodyear Mechanical Rub- “£ 
o 


ber Goods Distributor is the highly special- 


ized sales assistance of the G. T.M- — Goodyear 
Technical Man. 


His skill and long experience in meeting indus- 
try's problems with rubber is always ot your ser- 
vice in figuring specifications rola) important jobs, 
and in otherwise cooperating with your salesmen. 


Back of the G.T. M. is reputation for “delivering 
the goods” built up bY more than 20 years of 
consistent national advertising — 9 reputation that 
Sedhed with your. own makes © powerful selling 


combination. 


Wouldn't 2 set-up like this help you do more 
business, |ust 9% it is boosting sales for many mill 


supply houses elsewhere? lf you are not a Goodyear 


Distributor, why not inquire if your territory 's 
open? Address: Goodyear, Akron, Ohio, of Los 
Angeles, California. 


goany YEAR ~i/ 


MOLDED GOODS ¢ 
HOSE 
PACKING 


Ma 
de by the makers of 


Goodyear Tires 
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Landing a tough customer is often made easy 
with a trial order for Barnes Hack Saw Blades. 
He always likes ‘em — comes back for more — 
buys other items you never sold him before. 


And remember: when your salesmen sell 
Barnes Blades, they are selling nothing less 
than the best. We don’t make any other kind. 


Six types—one for every metal cutting 
need. Every one inspected before boxed to go 
out to you. 


Stock Barnes Blades today. 


Let our service man in your territory work 
with your salesmen on their toughest pros- 
pects. Lead ‘em to the landing net with Barnes. 


W. 0. BARNES CO., INC., Detroit, Michigan 


Don't overlook our exhibit at the National Metal Congress and Exposition, 
Detroit, Oct. 17-21. Well be on hand to greet you at Booth No. C-524. 
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Pipe in one hand, hose in the other and a 

broad grin on his face, Horace Kinne 

takes a few minutes rest from his duties 
with Allis-Chambers 





George Worthington Co. 
Holds Annual Picnic 


Holding its annual picnic at Nela 
Park on July 13, the George Wor- 
thington Co., Cleveland, Ohio had a 
most enjoyable program with many 
different attractions. About 800 
Worthington employees attended 
with their families. 

Various games and contests were 
held during the afternoon with sup- 
per at 6 p.m., followed by a concert 
and dancing. Those not dancing 
played bingo. 

Chairman of the committee in 
charge was B. Bernheim and as- 
sisting him was Leonard Rott and 
John Vickers of the mill supply de- 
partment. 


New Michigan Branch 


Factory Supply Co., Muskegon, 
Mich., has opened a branch store at 
1121 Washington Ave., in Grand 
Haven, Mich., with W. E. Schalk and 
L. L. Pickle in charge. A complete 
stock is carried. 


Pye-Barker Adds Two 
To Sales Force 


Pye-Barker Supply Co., Atlanta, 
Ga., has added S. S. Caldwell and 
Charles V. Ahles to its sales orga- 
nization. Mr. Caldwell is widely 
known throughout Georgia and Ala- 
bama in mining and general indus- 
trial circles and Mr. Ahles has had 
many years’ experience in the leather 
belting and textile field. 

John D. Nations recently joined 
the inside staff of the firm. 





Hy 


‘He knows he can depend on 
<@lAY SET preformed’ 


7 


A 


“Ask the man who handles one” —and you will find that 
LAY-SET Preformed wire rope gets the vote. It is the 
fellow who handles and works with LAY-SET that 
knows it to be the dependable, safe, long-life line. He 
knows LAY-SET Preformed is a relaxed, limber, flexible, 
easy-and-safe-to-handle rope. He knows it resists kink- 
ing and whipping; that it spools perfectly and almost re- 
fuses to rotate or twist in sheave grooves. He knows 
broken crown wires lie flat and in place and don’t 
wicker out to tear his hands with chisel-like jaggers. He 
knows LAY-SET Preformed lasts longer—pays better 
dividends in both rope costs and production. 


HAZARD WIRE ROPE DIVISION 


Established 1846 
Sl6y, AMERICAN CHAIN & CABLE COMPANY, Inc. 
o> WILKES-BARRE, PENNSYLVANIA 


District Offices: New York, Chicago, Philadelphia, Pittsburgh, Fort 
Worth, San Francisco, Denver, Los Angeles, Atlanta, Tacoma 


—_ 
an! 
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A FEW OF THE 137 
AMERICAN CHAIN & CABLE 
INDUSTRIAL PRODUCTS 


AMERICAN CHAIN DIVISION 
(DOMINION CHAIN COMPANY, Ltd., in Canada) 


Weed Tire Chains « Welded and Weidless 
Chain ¢ Malleable Castings 
Acco-Morrow Lubricators 
ANDREW C. CAMPBELL DIVISION 
Abrasive Cutting Machines ¢ Floformers 
Special Machinery ¢ Nibbling Machines 
FORD CHAIN BLOCK DIVISION 
Chain Hoists ¢ Trolleys 
HAZARD WIRE ROPE DIVISION 
Lay-Set Preformed Wire Rope « “Korddiess” 
Wire Rope ¢ Preformed Spring-Lay Wire 
Rope « Guard Rail Cable 
HIGHLAND IRON & STEEL DIVISION 
Wrought Iron Bars and Shapes 
MANLEY MANUFACTURING DIVISION 
Automotive Service Station Equipment 
OWEN SILENT SPRING COMPANY, Inc. 
Owen Cushion and Mattress Spring Centers 
PAGE STEEL AND WIRE DIVISION 
Page Fence : Wire and Rod Products 
Traffic Tape « Welding Wire 
READING-PRATT & CADY DIVISION 
Valves © Electric Steel Fittings 
READING STEEL CASTING DIVISION 
Electric Steel Castings, Rough or Machined 
Railroad Specialties 
WRIGHT MANUFACTURING DIVISION 
Chain Hoists ¢ Electric Hoists and Cranes 


Gu Teusiness fot Your Safely 


‘ALL HAZARD WIRE ROPES MADE OF IMPROVED PLOW STEEL ARE IDENTIFIED BY THE GREEN STRAND 
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Schrader compressed air accessories, blow guns, press pneumatic 
safety control and hydraulic pressure gauges are in demand in 
practically every plant. Schrader’s new sales plan provides full 
protection for stocking distributors and at the same time allows a 
. profitable margin for pick-up dealers. Write for full information. 


Schrader 


A. SCHRADER’S SON, Dept. MS, Brooklyn, N. Y. 
Division of SCOVILL MANUFACTURING COMPANY, INCORPORATED 
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Miller & Stern Move 
To New Building 


Miller & Stern Supply Co., San 
Francisco, Cal., recently moved to 
its new modern building at 1435 Fol- 
som St. Increased business and the 
stocking of additional lines has ne- 
cessitated this second move within 
a five-year period. 

This new building has two and 
one-half times the floor space of their 
former location. The increased fa- 
cilities of the new location will en- 
able the firm to better take care of 
its customers and add to the service 
upon which the business has been 
built. 


Levy Urges Manufacturers to 
Cooperate with Government 


In the official bulletin of the Amer- 
ican Supply & Machinery Manufac- 
turers’ Association issued July 8, 
Felix H. Levy, counsel for the asso- 
ciation, points out in his article, 
“Cooperation of Business with the 
Government,” that despite the gen- 
eral position of the Administration 
towards business, organizations like 
the Association should exhibit a 
spirit of helpful cooperation with 
the government. 

Mr. Levy’s article is one of en- 
couragement to manufacturers as 
against apprehensions which have 
been generally felt in regard to the 
activities of the “Monopoly Investi- 
gation Commission.” 


Genesee Tool Co. Enters 
Cutting Tool Field 


Genesee Tool Co., Fenton, Mich., 
has announced its entry into the cut- 
ting tool field. Originally estab- 
lished in 1934 to produce discs, 
stampings and other production 
parts, the company now offers a 
complete line of high quality stand- 
ard and special tools. 





They deal in figures. Accounting office 
force of Indianapolis Belting & Supply 
Co., grouped back of their chief, W. K. 
Smith. Left to right—W. B. Kastrup, 
R. W. Pitcher, Amy Brown, Cecilia Lan- 
genbacher and Gilbert Barker 














No, it's not encrusted with rubies. Nor is it made of platinum. 
Just an ordinary pencil—but placed in the hands of Yale 
engineers it has created the advances that save industry 
millions of dollars yearly . . . AND GIVE EXTRA PROFITS 
to YALE DISTRIBUTORS! 


Always First, Yale engineers originate what others copy—and every feature that comes 
from their fertile brains is just another potent sales weapon for you. Use them 


effectively—and you're bound to get your share of orders placed! 


Get off to a good start with your very next prospect. Point out the advantages of 
the Steel Safety Hook and the Specially Constructed Steel Load Chain—two 
EXCLUSIVE features that no competitive hoist can offer: But these are only two 
amongst many. There are lots of others—all fully described in your new Yale Chain 
Hoist Catalog. 


Just for the fun of it—try checking over the catalog before going on a call. It'll 


only take a few minutes—and you'll be amazed at the number of sales it will help 
you close. 


YALE MARKED YALE MADE 





THE YALE & TOWNE MFG. CO. 


PHILADELPHIA DIVISION, PHILADELPHIA, PA., U.S.A 
IN CANADA: ST. CATHARINES, ONT 
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HOLLOW SCREY 


Some Daiastributor may elect 


himself — under this plan 


As a corollary of its Distributor policy, this company believes 
in and practices SELECTIVE DISTRIBUTION. 

Our aim is to make the Allen line profitable to a restricted 
number, rather than less profitable to a larger number. 

The allocation of Allen Distributors is governed by the size 
and industrial importance of each buying center,— planned to 
avoid duplication of Distributors’ sales - effort. 


But the fact that Allen has the most complete distribution of 
any line of hollow screws, implies no overlapping of sales terri- 


tories. On the contrary, certain areas hold undeveloped markets. 


If there’s not an Allen Distributor in your sales-territory— 
and if it’s a distinct sales-territory, potentially yours, it offers a 


mutual opportunity that we wish you would write us about. 


* * * 


THE ALLEN MEG. COMPANY 


HARTFORD, CONN. U.$.A. 
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Just after completing a mighty successful 
round on Invitation Day at the Knollwood 
Country Club in Chicago this foursome 
took time out fo pose for the MILL 
SUPPLIES photographer. Left te right 
the golfers are: John Gabel, Hibbard, 
Spencer Bartlett & Co., Chicago; E. N. 
Grantvedt, MILL SUPPLIES; E. W. Ristau 
and Bolton Sullivan, both of Skilsaw, Inc. 





Iber Company Home 
Badly Damaged By Fire 


Although a bad fire destroyed com- 
pletely all stock and fixtures in the 
upper four floors of its building, at 
626 West Randolph street, Saturday, 
June 25, the O. Iber Company, Chi- 
cago distributor, was in operation at 
its regular stand a few days after 
the conflagration. 

Practically no damage was done 
to the first and second floors or the 
basement, and Oscar Iber, president, 
said that, while operations were 
naturally somewhat curtailed, the 
company was taking care of its busi- 
ness and that conditions would be 
restored to normal as quickly as pos- 
sible. The building is to be rebuilt, 
and the O. Iber Company will con- 
tinue to occupy it. 

No members of the Iber organiza- 
tion were in the building when the 
fire was discovered. Hundreds of 
firemen, with 25 pieces of appa- 
ratus, fought the flames for hours 
before they were brought under con- 
trol. Dense clouds of smoke, rising 
from burning mechanical rubber 
goods, attracted huge crowds to the 
scene, and traffic on Randolph and 
Des Plaines streets was tied up for 
four hours. 

The O. Iber Company moved into 
these larger quarters about a year 
ago. 


New Vice-President 


Henry Idema II, who was recently 
graduated from the Hill School, 
Pottstown, Pa., is now associated 
with his father’s organization, the 
Manufacturers Supply Co., of Grand 
Rapids, Mich., in the capacity of 
vice-president. 
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OP. \ 
wack 34 ‘ ’ 


ZING seize ty 10 2 
pret ell other hack saw 


blade “explodes”. 

a, dae shield their faces. One fine 
workman is perhaps too busy at his 
nearby bench to notice. He goes to 
the hospital with the possible loss of 
an eye. The Safety Engineer has a 
new headache. Time and money are 
thrown away. 

The tension of a hack saw blade, 
normally high in a properly adjusted 
frame, jumps to fantastic heights un- 
der a breaking strain. Small wonder 
that fragments fly as if from a burst- § , 
ing shell. These jagged, glass-hard 
bits of steel threaten the eyesight of every person 
within a circle, determined by safety engineers to 
be as large as 19 feet in diameter. 


IT'S A NEEDLESS DANGER 
This hazard has been taken right out of the indus- 
trial picture by Flexible REZISTOR, the safe high 
speed steel hack saw blade. 
All of this new blade is made of Special Alloy 
high speed steel, but only the cutting edge is hard- 
ened. The body of the blade remains in its annealed 


3 Leet ~*~ %, 


| | 
Bay) 










condition, serving as an elastic support for the teeth 
in even the hardest service. Flexible REZISTOR is a 
totally new idea in high speed steel, now perfected 
and offered to industry after years of research. 
Your production department will welcome this 
new flexible, abuse-proof blade, for it delivers new 
economy in high speed cutting. And does it safely. 


THE HENRY G. THOMPSON & SON CO. 


NEW HAVEN... CONN. 


The FLEXIBLE REZISTOR blade 


is made in 8”, 


b= me 


/T CANNOT BREAK O 


10” and 12” hand frame sizes and all standard power sizes. 
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Bethlehem Steel Makes 


New Appointments 
PREPARE NOW Paul Mackall, vice-president in 


FOR THE PROMISED charge of sales of the Bethlehem 


Steel Company, recently announced 
several appointments in the sales or- 
ganization. 

K. L. Griffith, formerly manager 
of sales, sheet and strip division, has 
been appointed assistant general 
manager of sales. D.C. Roscoe, for- 


PLAN TO CARRY and SELL 


“HALLOW ELL’ a 
STEEL ; 
SHOP EQUIPMENT * 


The high popularity this line has in most all 
lines of industry makes it a real money mak- 
er for the mill supply houses. It will pay you 
to investigate its possibilities. Write us for 
full particulars and dealer’s proposition. 


“HALLOWELL” STEEL BENCHES 


ade Fe Bini 
Pat'd and Pat's Pend’, § 


Fig. 732 


‘Hallowell’ Steel Work-Bench has a shelf below 
for additional convenience. Strong, rigid, with one 
piece steel top. smooth as a surface plate, easy to 


keep clean. Shipped from stock, knocked down. 
Drawer is extra. 














’ 
ND 
CAP 
SCREWS 


Patents Pending 


Fig. 1434 


“HALLOWELL" STEEL STOOLS 


Fig. 1334 


Pat. 
Applied Fig. 1249 
or 
“Hallowell” Steel Stools and Chairs have become 
most popular because being welded throughout they 
never get rickety and wobbly as riveted stools and 
chairs do—Get our Bulletin 506. 


“HALLOWELL” STEEL TRUCKS 





Fig. 754 
Pat. Applied For 
iMustrated is a ‘‘Hallowell’ Steel Floor 
Truck, non-tilting type—one of the many 
styles we make. Chassis is a weided unit 
of steel. There’s nothing to work loose 
and repair, so cost of maintenance is 
practically eliminated. Write for Catalog. 





Above, left, A. 
T. Hunt, right, 
K. L. Griffith; 
below, left, D. A. 
St. Clair, right, 
D. C. Roscoe. At 
right: E A. Bux- 
ton 


merly manager of sales, pipe and 
tubes division, has been appointed 
manager of sales of sheet and strip 
division, succeeding Mr. Griffith. A. 
T. Hunt will assist Mr. Roscoe as 
manager, galvanized sheets and 
formed sheet products. 

E. A. Buxton, formerly manager of 
sales, tool steel and small tools divi- 
sion, succeeds Mr. Roscoe as man- 
ager of pipe and tubes sales, and 
D. A. St. Clair of the tool steel and 
small tools division has been named 
manager of sales of that division. 

Mr. Griffith became associated with 
Bethlehem Steel Company in 1932, 
at the time of the acquisition of 
Seneca Iron and Steel Company, of 
which he had been president and 


Pat's. Pending. 


Knurled “Unbrako” 

Socket Head Cap “HALLOWELL" 

ee a STEEL 

steady repeat order 

“Unbrako’’ Hollow Set item for dealers. TOOL STANDS 

Screws stand up under Has several dis- Moves easily 

punishment that wrecks tinctive sales fea- wherever it's 
needed; a handy 


other cereus. Made of alloy tures that put it 

steel, heat treated: there- : <tO- stand to have. 

fore, tough yet hard, so cl the We'll to-sell Made in a ‘_ 

points don’t mushroom, hex class. e'll gladly riety of types for 

doesn’t round. explain, all purposes. 
Fig. 705 


general manager. 

Norman R. Downie, formerly en- 
gaged in the sale of wire rope in 
the New York sales district, has 
been transferred to the home office 
at Bethlehem, and will assist C. M. 
Ballard, manager of wire rope sales. 


Fig. 232 


Spackman Appointed 
Vice-President Lyon 


The board of directors of Lyon 
Metal Products Inc., Aurora, IIl., 
recently announced the appointment 
of H. B. Spackman as vice-president 
in charge of sales and advertising. 

Mr. Spackman was formerly with 
the U. S. Gypsum Co., in the steel 
products division. 


WRITE FOR CATALOGS 


STANDARD PresseEp STEEL Co. 


SRANCHES JENKINTOWN, PENNA. BRANCHES 
BOSTON 
DETROIT 


INDIANAPOLIS 


CHICAGO 
ST. Louis 
SAN FRANCISCO 


BOX 519 
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“If | were an 


ADVERTISING MAMGER 




















That's just one of the talks to be delivered 
anonymously by a masked speaker that will 
set every man thinking at the Annual Con- 
ference of National Industrial Advertisers 
Association in Cleveland, September 21-23. 
A second masked speaker will tell what he 
would do if he were a publication repre- 
sentative. 


We're not going to tell you much here—just 
highlight the program enough to make your 
mouth water and your brain tingle. 


T. M. Girdler, Chairman, Republic Steel Corp- 
oration, is scheduled for the opening address 
and when “T. M.” talks he says something. 


J. H. McGraw, Jr. will talk on “What I Would 
Do Now If I Were An Industrial Advertising 
Manager.” 


The new Publisher’s Statement will receive 
full discussion. 


Clinic sessions, so popular last year, will 
again cover a wide range of interesting sub- 
jects. Two half-day sessions instead of one. 
A general conference session will cover such 
subjects as “Preparing the Plan”, “How to 
Gather Usable Material”, “Copy Technique”, 
“How to Sell Management”, “Co-ordinating 


Sales and Advertising” and “How and Why 
to Use an Industrial Agency.” 


Another session will deal with “Problems of 
the Small Advertiser”, “Production Prob- 
lems”, “Public Relations”—and there are 
many others. 


If I were an Advertising Manager, I certainly 
would start now to make plans to attend the 
16th N. I. A. A. Conference even if I had to 
hitch-hike to Cleveland. And I would send in 
my advance registration now to—Ed. Bossart, 
Bailey Meter Company, Ivanhoe Road, 
Cleveland, Ohio. 








IF I EMPLOYED AN ADVERTISING 
MANAGER-! would make certain that he at- 
tended this Conference, because changing times 
and markets demand a changed viewpoint—a 
new viewpoint that can be obtained only by 
hearing discussions by men whose experience 
is up-to-the-minute—right up to September 21st. 


























NATIONAL INDUSTRIAL ADVERTISERS {SSOCIATION 


100 EAST OHIO STREET 


CHICAGO, ILLINOIS 
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New Thompson Blade 
Announced By Phone 


Modern methods were used in an- 
nouncing the development of a flex- 
ible ‘‘Rezistor” high speed steel hack 
saw blade now being marketed by 
the Henry G. Thompson & Son Co., 
New Haven, Conn. The entire 
Thompson sales organization was 
hooked in on a two-way telephone 









Dan W. Northup, President, Henry G. 


Thompson & Son Co., speaking from 
French Lick Springs, Ind., on his firm's re- 
cent coast-to-coast telephone sales meeting 





conference. Salesmen who partici- 
pated were located in such widely 
separated points as Maine, Florida, 
Texas, Minnesota, California and 
British Columbia. 

With this hook-up it was possible 
for all members of the organization 
to hear the various speakers and to 





enter into the discussion that fol- 
lowed. At the home office in New 
~ Haven, all members of the factory 
organization who participated in the 
G five years of research, development, 
t- experimenting and testing of the 
new blade, gathered around a loud 

Ss speaker to hear the discussion. 
The conference was opened by D. 
a W. Northup, President of the firm, 
Y speaking from French Lick Springs, 
Ind., where he was attending the 
€ National Retail Hardware conven- 
t. tion. Mr. Northup was followed by 
M. J. Radecki, superintendent, speak- 
ing from New Haven. The meeting 
was then turned over to Prof. Ar- 
— thur Phillips of Yale University, 





consulting metallurgist of the 
Thompson Company, who spoke from 
Maine. In turn, T. A. Hyde, Vice- 
President, spoke from New Haven, 
as did A. W. Tucker, sales manager. 
At the conclusion of Mr. Tucker’s 
talk, members of the sales organiza- 
tion participated in a general discus- 
sion. No difficulty was experienced 
by the listeners in hearing each 
other. This type of conference made 
it possible for the company to give 
last minute details of its merchandis- 





















HOLTITE Special PRODUCTS 
_$ Bring The Biggest Profits $ 
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All made rder Highly profitable items for Distribut« 


@ The regular line of HOLTITE Industrial Fastenings comprise a wide 
range of dependable, precisely made items — 


SCREWS 


SIDE KNOB 
BOBBIN 
SHUTTLE 
MACHINE 
LOCK CAP 
SPECIAL 
WASHER HEAD 


RODS 


STOVE 
CHAIR 
LADDER 


BOLTS NUTS ”“Thread-Forming” 
STEP MACHINE SCREW Sheet Metal 
HOOK HEXAGON 
SINK SQUARE Screws 
STOVE STOVE BOLT 
CARRIAGE SEMI-FINISHED 
MACHINE WING 
CLOSET 
HANGER HE 
FIN HEAD WASHERS 
METER CSK. FINISHING 

FLUSH TYPE 

RIVETS MISCELLANEOUS 
TUBULAR ESCUTCHEON PINS 
FUSE PLUG KNURLED PINS 
SPECIAL BED CRATING HOOKS 
CUTLERY SLOTTING SAWS 





CONTINENTAL 


SCREW COMPANY 


New Bedford, Mass., Warehouses at Detroit & Chattanooga 
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, year... every length of 


Plymouth Ship Brand Manila Rope will exactly duplicate 
every other length of the same type and size. The Plymouth 
standard of manufacture permits no variation either in 
quality of materials or in uniformity of rope construction. 
Maintenance of this uniformity rests on a partnership of 
mechanical accuracy and experienced workmanship. 

The machine, one rope reel of which is shown in the 
picture, is closing three identical ropes (or “thirds’’) 
into a cable. Strictest uniformity at every step—in making 
yarn, strand, rope and cable—is one reason for the 
dependability of Plymouth Manila Rope. 

Ropemakers who understand the user's needs, employ- 
ing machines capable of minutest accuracy, give Plymouth 
Rope its uniform controlled quality . . . giving industrial 


distributors a sales and prestige leader. 


PLYMOUTH CORDAGE COMPANY 


NORTH PLYMOUTH, MASSACHUSETTS, AND WELLAND, CANADA 
Sales Branches: New York, Boston, Baltimore, Philadelphia, Chicago, 
Cleveland, Houston, San Francisco 
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A. W. Tucker, sales manager, Henry G. 
Thompson & Son Co., talks from New Ha- 
ven on the coast-to-coast telephone hook- 
up that announced to the sales staff a new 
Thompson high speed steel blade 


ing campaign at a great saving of 
time and cost. 

In addition to those listed above, 
others hooked up on the meeting 
were C. R. Wilcox, Geo Barnes, J. W. 
Townsend, T. E. Hereford, Jr., H. 
Hock, M. C. Fee, and E. A. Hagadorn. 


New Location 


Percy M. Brotherhood & Sons, 
New York City has transferred its 
offices to 44 Whitehall St., in the 
South Ferry Building. 


Appoint Administrator for 
Wage and Hour Law 


With the appointment of Elmer F. 
Andrews, industrial commissioner of 
New York State, as administrator of 
the newly enacted Wage-Hour Law, 
this greatly discussed piece of legis- 
lation is advanced that much closer 
to becoming fact. 

Legal experts generally agree that 
the law will have important effects 
on the conduct of various kinds of 
business. Considerable difference of 
opinion exists over the status of vari- 
ous individuals in the fields of mer- 
chandising and distribution, and as 
to the law’s relation to these persons. 

Its provisions apply to employees 
“engaged in commerce or the produc- 
tion of goods for commerce.” The 
new administrator will be called upon 
to render some knotty technical prob- 
lems, such as, “Are employees sub- 
ject to the law if they work for a 
wholesaler who sells entirely within 
the state?” Mr. Andrews is expected 
to take office in about 30 days. 

A normal work week of 44 hours 
has been set up as a maximum dur- 
ing the first year of the Wage-Hour 
law’s administration. This will be 
reduced to 40 hours after the second 
year. The administrator has author- 
ity to make the 40c hourly rate ap- 
plicable any time after the effective 
date. 

Numerous industries have set up 
committees that are making studies 
of the wages and hours law prepara- 
tory to conferences which they expect 
to have with the administrator when 
he takes over his new duties. 











HELLER NUCUT IS A 


Gud Busnes 


EVERY TIME, ALL THE TIME 


FILES must have a ‘lot on the ball’ to satisfy today's critical buyers. 
Just average cutting ability is out. Nowadays the file user wants a tool 
that will cut fast, cut clean, cut true. 


HELLER NUCUT is your answer. Its better performance is certain to 
please your customer. That means more orders. It also strengthens your 


reputation as a distributor of reputable merchandise. In what better 
way can you build both good will and good business? 


Profit-minded dealers are invited to look into SELL 
the HELLER NUCUT protective sales policy. Oppor- TH F FILE 
tunities in your territory may be waiting for you ; 
that you should know about. Write today for ; with the 


all the details. 4 WHITE TANG 
HELLER BROTHERS COMPANY 


NEWARK, N.J. NEWCOMERSTOWN, OHIO 


HELLER NUCUT “WAVY TEETH” FILES 


PROTECTED BY U.S. PAT. NO. 2,027,039 
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There are more sales for 
you when you carry and push 
the Self-Locking Nut with the 


— AV tion" 
Buyers, mechanics, engineers . . . all agree there’s never 
been another nut with the exclusive features found in 





The Nut That Can’t Shake Loose 


The distinctive, locking ring that springs to life when the nut 
tends to back off, grips the nut and holds it tight. Only a wrench 
removes it. This feature interests customers at once... sales 
come easy and repeat 
orders are sure. Sell 
“Unshako” for more 
profits this Fall. 













Let us tell you of 
the success other 
dealers have had 
with “Unshako”’. 
You’re not obli- 
gated. 


Fig. 
1513 


Pat. and 
Pat's. Pending 


We are helping you to sell “Unshako” with advertisements 
in the following trade journals: 


American Machinist 
Aviation 

Iron Age 

Boating Industry 
Rock Products 


Motor Boat 

Machinery 

Oil Weekly 

Modern Machine Shop 
Railway Mechanical Engineer 


Machine Design 

Product Engineering 
Engineering News-Record 
Tool Engineer 


Cash in on this publicity — carry and sell the “Unshako” 


STANDARD PRESSED STEEL Co. 


BRANCHES JENKINTOWN, PENNA. BRANCHES 
BOSTON CHICAGO 
DETROIT BOX 519 ST. Louis 
INDIANAPOLIS SAN FRANCISCO 


Industrial Equipment News 
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Tieman Honored on 
25th Anniversary 


A. P. Tieman, manager of the mill 
supply department and purchasing 
agent of Doermann-Rochrer Co., Cin- 
cinnati, observed his 25th anniver- 
sary with the company July 1. He 
was showered with letters, telegrams 
and flowers from purchasing agents 
and manufacturers, and _ received 
twenty-five dollars in silver, a rock- 
ing chair and other gifts from the 
company and his associates. Art 
started in with D-R as a shipping 
clerk. 


Jones & Laughlin 
Open Wire Rope Plant 


The completion of a modern wire 
rope plant at Muncy, Lycoming 
County, Pa., as an additional unit 
of its expansion and development 
program has been announced by the 
Jones & Laughlin Steel Corp., 
Pittsburgh. 

This new plant, to be known as 
the Gilmore Wire Rope Division of 
the Jones & Laughlin Steel Corp., 
was to begin operation about July 
Ist, 1938. It marks the entry of the 
Corporation into a new line of fin- 
ished products including wire rope 
for oil country use, for general con- 
struction purposes and for industrial 
application. 

The fabrication and sale of the 
products of the new plant are to be 
under the direction and supervision 
of Robert Gilmore, General Manager, 
whose offices will be at Muncy, Pa. 
His entire business experience has 
been in the wire rope field. 


Production Up 


Production has been increased 17 
per cent on the new line of “Vibro- 
plane” and “Angleplane” screens, 
according to a report by Wayne Bel- 
den, vice-president and treasurer of 
the Ajax Flexible Coupling Co., 
Westfield, N. Y. 





Pictured here is just a part of the large 

stock of approximately 8,000 V-belts car- 

ried by the Kansas City Rubber & Belting 
Co., Kansas City, Mo. 
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STEEL 


When you handle J & L Steel Products, you are backed up by 
hard-hitting advertising that works untiringly, unceasingly 
for you and your interests. During 1938 nearly five million 
messages will reach prospective customers and steel users 
in all lines of industry, telling buyers of the merits and 
advantages of J & L Steel. These advertisements help open 
the way to new sales opportunities for J & L jobbers, help 
move their stocks faster and bring them profitable repeat 
business. 

Many steel users prefer J & L Steel because they know 
that back of each and every J & L product is more than 
half a century of experience in turning out steel that is 
right for the job to be done—steel that meets require- 


ments exactly and gives satisfaction always. 


These 4,800,000 J&L SALES ASSISTANTS 


are working daily for you 


Let J & L’s extensive advertising be your sales-building 
ally. For greater customer good-will, faster turnover and 
money-making repeat business, handle J & L Steel Products 
Start today to get your share of the profits that come from 


handling these fast-moving J & L items: 


Seamless Steel Boiler Tubes ¢ Seamless and Welded 
Pipe e Cold Finished Shafting «Cold Finished Bars an 
Shapes « Hot Rolled Bars, 

Shapes and Plates ¢ Nails 
and Wire Products « Gal- 
vanized Roofing and Siding 


e Flat Galvanized Sheets. 


JONES & LAUGHLIN STEEL CORPORATION 


AMERICAN IRON AND STEEL WORKS 
PITTSBURGH. PENNSYLVANIA 
PRODUCTS 


MAKERS oF HIGH QUALITY IRON AND STEEL 


1880 ; f}- 


J} & L—ALWAYS MAKING FIN 


SINCE 


CARBON STEEL PRODUC 
FOR NEW AND BETTER US 









The friendly and dependable service rendered by Hollis and Company 
of Little Rock and Shreveport has been aided by three successive 
Donnelley-built catalogs. 


Your Sales and Profits 
FOR 1939 


Are Now in the Making 


* You cannot go wrong under any conditions by increasing 
your sales efficiency. The safest investment a distributor can 
make in “sales-lifting” power is through the issue of a good 
catalog. 


R. R. DONNELLEY & SONS COMPANY 


350 East Twenty-Second Street Chicago, Illinois 
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Here is the new file plant of the Carson- 

Newton Co., located in Belleville, N. J. 

The plant is very modern and increases the 

facilities for manufacturing to a great 
extent 


Marwedel To Have Unusual 
Display At Big Fair 

An unusual exhibit of industrial 
tools is planned by C. W. Marwedel, 
San Francisco and Oakland distri- 
butor, for the 1939 Golden Gate In- 
ternational Exposition on San Fran- 
cisco bay. 

This display of tools will cover 


the whole range of industry by 
trades. The electrician, machinist, 


mechanic, carpenter, metal worker 
and many other skilled crafts will be 
represented in this exhibit. The 
story of the lumber industry will be 
told by an array of tools starting 
with logger’s equipment and extend- 
ing to the delicate instruments of 
the wood carver. The construction 
industry exhibit will take the spec- 
tator through all phases of building 
including electrical installation, ce- 
ment work, masonry and finishing. 
The exhibit is being planned for 
the huge Hall of Mines, Metals and 
Machinery at the $50,000,000 
World’s Fair of the West. The Mar- 
wedel firm has been in business in 
San Francisco for more than 65 
years as a distributor of industrial 
supplies, equipment and tools, 


Lewis Joins Haseltine Co. 


J. E. Haseltine & Co., Portland, 
Ore., has announced the addition of 
E. R. Lewis as its representative in 
the Spokane territory. Mr. Lewis 
will pay particular attention to 
welding supplies and equipment and 
also look after the firm’s warehouse 
stock at that point. The Haseltine’s 
company’s new catalog is now ready 
for distribution. 


Hardy with Haverstick 


Haverstick & Co., Inc., Rochester, 
N. Y., recently announced the addi- 
tion of Earle Hardy to its sales 
force. Mr. Hardy was formerly con- 
nected with the Staynew Filter Co. 
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o amour of manganaer ine 6 5" ADVERTISEMENT 
APPEARING IN 


Power 
West Coast Lumberman 
Construction Methods 
Mill & Factory 
Timberman 
Oil and Gas Journal 
Petroleum World 
Rock Products 
National Engineer 
Oil Weekly 


Buildings & Building 
Management 


Iron Age 


solut 


Western Construction News 


WICKWIRE SPENCER line of Wire 
Rope is complete . . . standard as well as Wisscolay Preformed Rope... 
a definite size and kind of rope for every purpose. There is no “don’t 
carry it” for the Wickwire Spencer Distributor. He can satisfy every 
inquiry. Write today for the Wickwire Spencer distributor’s plan. 


WICKWIRE SPENCER 
STEEL COMPANY 


General Offices: 41 East 42nd St., New York City 
Worcester - Chicago - Buffalo - San Francisco 


MILL SUPPLIES © AUGUST 1938 63 








UPSON-WALTON" 








< abe “DOG DAYS” can he 


... When you sell the UPSON-WALTON LINE! 


“KEEP UP TO DATE 


ESTABLISHED 187! 
1106 West 11th St., Cleveland, Ohio 


WITH 


DOGGONE PROFITABLE 











TRADE 


MARK 


SCA CAN 


_ the unbreakable, transparent oil can . . 








Cash in on the BIG WAY 


. / . 

ifs going over: 
Here's your chance to increase your sales with 
practically no effort. And small wonder. It 
just naturally sells itself because it's the kind 
of oil can that everybody wants and yet no 
one ever thought of developing. 
With SCAN CAN, the amount and kind of 
oil in the can are clearly visible 
through the transparent, unbreakable 
body. No guesswork—no chance of 
using the wrong oil—no empty can 
when oil is needed. 
SCAN CAN stands abuse wiih- 
out damage. Its plastic, glass- 
clear body is unaffected by 


oil, gasoline, kerosene, 
etc. The bottom is 
made from copper 
plated spring steel. Stiff or 
flexible spouts. Leak proot. 
Available in % and % pint 
sizes. 

Universal acceptance and mounting 
sales prove SCAN CAN the greatest 


item you ever saw. Get details 
NOW! 


Write today, for Selective 


O}tsialelelilelaim alela 


UNIVERSAL PLASTICS CORP. 


New Brunswick New Jersey 
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Bedingfield Aids 
Family on Relief 


After reading of the sad plight of 
a family in a Cleveland newspaper 
who had been on relief and then even 
lost that chance of getting food, 
Mallory Bedingfield, vice-president 
of the Star Nipple Co., Chicago, 
took a collection at his hotel resi- 
dence in Cleveland and personally 
took the money to the crippled widow 
and her three children. 

Mr. Bedingfield, who is 62, was so 
completely touched upon reading of 
this family’s unfortunate position, 
that he sped to their two room home 
in Cleveland and gave them the 
$20.25 he had collected. 





Brown to Head 
Sales Department 


The Alamo Iron Works of San 
Antonio, Texas, recently announced 
the promotion of T. M. Brown as 
head of the city sales department. 
| Mr. Brown has had 20 years’ experi- 
| ence on the sales staff of the organi- 
| zation and is well qualified for his 
| new position. 

| B. Arnold who has been with the 
| firm several years will take over 
| Mr. Brown’s sales territory. 
| 
| 


Broderick & Bascom 
Purchase Murray Co. 


Broderick & Bascom Rope Co., St. 
Louis, Mo., has announced the pur- 
chase of the Murray Safety Sling 
Co., of Pittsburgh, Pa., manufactur- 
ers of plaited safety slings. 

The Pittsburgh plant of the form- 
er Murray company will continue 
operations and in addition Murray 
| safety slings will be manufactured 
| at Broderick’s & Bascom’s St. Louis 
| and Seattle factories. 








Electric grinders are their “hobby”. Rob- 
ert L. Martin (left) chief engineer of the 
| Valley Electric Corp., St. Louis, and C. L. 
Kreutz, secretary-treasurer 














Armstrong Tool Holder Profits can be taken or multiplied 


Whether you a them or not, you will sell 


ARMSTRONG TOOL HOLDERS day after day, year in 
and year out, for in over 96°/, of the machine shops and 
tool rooms they are as staple as steel itself. At the same 
time if you are really out for tool business, ARMSTRONG 
TOOL HOLDERS offer an opportunity for unlimited sales 
and profits. 


Everybody uses ARMSTRONG TOOL HOLDERS, every- 
body accepts them as standard, everybody knows they 
"Save All Forging, 70°%/, Grinding and 90%, High Speed 
Steel". Still, most everybody needs more ARMSTRONG 
TOOL HOLDERS—more sizes and more types. Because 
4 they are multi-purpose and "can take 

it", in almost every shop you will find 


ARMSTRONG TOOL HOLDERS not 


me 


‘ Rie ROT yom 
$ * OS iy Gena ee 
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only doing the work for which they were designed, but 
dozens of other operations as well. For each of these 
dozens of operations there is a correct ARMSTRONG 
TOOL HOLDER that will do that operation better and 
more efficiently. 


If you will just point out the places where the "right" tool 
holders are needed at every stop you make you can multi- 
ply your tool holder sales and profits. Write for catalog. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People" 
305 N. Francisco Ave. Chicago, U. S. A. 
Eastern Warehouse and Soles: 199 Lafayette St., New York 


San Francisco London 
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HERCULES 
9% Stronger’ 
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STEEL 
LOADING 


CHAIN 


NOTE THE EXTRA “SWELL” 
OF STEEL AT THE WELD 


Fabricated from special analysis, heat treated steel, 
Hercules Loading Chain is further strengthened by 
the patented “Inswell” welding process which builds 
extra metal into the weld on the inside. Every link 
is carefully tested to twice its safe 
working load, and stamped with 
the letter “H”—your assurance 
of extra safety and extra wear. 
Bright nickel-like appearance. 
The perfect load chain. Sizes 
from 4%" (safe working load 
1,100 l\bs.) to 4%” (s.w.|1. 
12,500 Ibs.) 

















WHERE STRENGTH 
1S VITAL 


*25% Higher in Elastic Limit 
*25% Higher in Tensile Strength 
*25% Higher in Safe Working Load 


OLUMBUS-McKINNON CHAIN CORP. 


General Sales Offices: TONAWANDA, N. Y. 





Now FLUE CLEANING SEASON 


means MORE PROFITS Jor yor! 


That's why so many distributors prefer selling 
MILWAUKEE Brushes. Spring, Summer, Fall, or 
Winter . . . their profit opportunities are unlimited! 











For instance, right now heating repair men 
are busy preparing boilers and furnaces for cold 
weather service. This means flue brush sales . . 
hundreds upon hundreds of them! 


MILWAUKEE Flue & Boiler Brushes are made for 
tough cleaning jobs. Pushing, jerking, bending, or 
straining ... they can “take it"! And that is what 
concerns the user when selecting his brushes. 















Your reorders, plus those from new distributors | 
each season prove one thing .. . heating men who 
watch costs on every job specify MILWAUKEE 
Brushes. How is your stock? 


THE MitwauKkEe Brush MANUFACTURING Co. 
2212-2236 No. 30th St. Milwaukee, Wis. 





MILWAUKEE INDUSTRIAL BRUSHES 
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Our Readers Say 








Mr. Ruddell Liked 
Our May Issue 


Editor, MILL SUPPLIES 


I want to compliment you on the 
very fine articles concerning sales 
meetings which appeared in the May 
issue of MILL SuppPLigs. I can hardly 
imagine anyone in the business read- 
ing these articles without getting 
some stimulating ideas. 

We picked on the R. C. Duncan 
idea of having a “Professor Quiz” 
type of program and tried this out 
at our last sales meeting with great 
success. We had three judges. A 
bailiff drew the names of the men 
who were to come forward. 

Each man whose name was called 
was required to answer a question 
drawn from a box full of questions 
concerning items in our general mill 
supply department and then a ques- 
tion drawn from a box containing 
questions concerning the items in our 
power transmission, conveying and 
elevator department, and then from 
a third box containing questions con- 
cerning our heating and pumping 
department. 

We ran the program off as snap- 
pily as possible, limiting the total 
time given to the program to 40 
minutes and giving the men a limit 
of 45 seconds in which to answer 
each question after it was read aloud 
by the department head in charge of 
the box of questions. A carton of 
cigarettes was given to the winner. 
The men seemed quite interested, 
and said afterward that it was much 
less boring than the conventional 
type of meeting. 

I could see a number of advan- 
tages to this type of program for 
part of a sales meeting. Some of 
the advantages are: 

1. It gives all of the men in the 
meeting some part to play personally. 

2. It arouses a competitive spirit. 

3. The man’s pride makes him 
want to make a good showing in an- 
swering the questions and should in- 
cite him to the study of our line. 

4. Things are kept moving at a 
rapid pace so that time is not wasted. 

Thanks to you and Mr. Duncan for 
the good tip. 

Very truly yours, 
J. H. RUDDELL, vice-president 
Central Rubber & Supply Co. 


Why Not a Buy 
From Distributors Week 


Editor, MILL SUPPLIES 

Why not set aside a week, calling 
it “Buy From Distributors Week?” 
This particular week can be popu- 
larized by proper advertising and 
publicity. 

To put this week over, I would 








Fig. 123 
Bronze “N-M-D" Valve 





Ta Talis: 
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suggest ting form letters to 


On Mn is | show the buyer how much of the 
Fe 2 a ea | distributor’s profit goes to salaries 
2 —————e | and what proportion goes for other 


expenses such as taxes, telephone and 

: a ae , | telegraph, rent, electricity, mainte- 

a — nance of trucks, depreciation, office 

Vd Ue e supplies, insurance, etc. Also, other 

letters showing how we keep the cost 

of material down by stocking the 

manufacturer’s products of mass 

production and distributing them to 

OINT out to your customers the “a thousands of consumers. Also, a let- 

geo weight, the clean-cut ma- ' FIG. 89 ter showing our spot on the picture 

chine work, the exceptional finish,  OKENNEDY as handlers of thousands of items, 

the many refinements in design of —— Heavy Standard one billing, one check, one telephone 
body, bonnet and operating mecha- Valve eall. 


nism of any Kennedy Valve. Then These form letters can be sold or 
show them its comfortable firm- 


given away to all members of the 
grip handwheel and smooth, easy ; | mill supply associations, each distrib- 
operation. utor mailing them to his own partic- 
These are some of the features that ular customers. Naturally some cus- 
prociaim every Kennedy Valve to tomers will receive more than one 
be extra value. You will find that letter, but this will only emphasize 
they sell easily and provide the more emphatically the “Buy From 
satisfactory service that assures Distributors Week.” With each let- 
repeat orders. ter a little slip of paper would be 
* ies attached, to the effect that the under- 
The Kennedy Valve Mfg. Co. ' signed manufacturers prefer to do 
Elmira, N. Y. business through recognized distrib- 
utors only. Naturally we would have 
to get the consent of the manufac- 
turers first. 

I believe that such a bombardment 
of mail will make many purchasing 
agents, owners and directors realize 
that distributors serve a useful pur- 

pose in their communities and that 
VALYES~PIPE FITTINGS~FIRE HYDRANTS many doors will be much easier to 


open. 




















Yours very truly, 
BERNARD GOLDEN 





The Performance Record of | Curter Mitehinan & Pou, tie, 


139 Spring Street 


Valley Grinders teads the Way to New Forks NF 











They Can Take It 
(Continued from Page 31) 








not be subjected to the action of 


slag or mechanical abrasion. 
Valley Ball Bearing Grinders 


have long enjoyed an enviable 1 Ss . : 

: ‘ uggestin ‘ 
reputation for complete satis- gs g Refractories 
faction in service—tor low upkeep cost aa | ine uni wateiiitiieten 
and the most economical, efficient per- ‘ ; ’ 
formance. Such a record leads to F fusion temperature is of secondary 
greater sales for Valley distributors | Importance. This temperature 1S 
everywhere never reached in boiler furnaces, 

. and first-quality brick rarely fail 
Valley Grinders are powered by famous quality tools, the record of accuracy | from actual fusion unaided by flux- 
and performance, has created wide ac- | ing with slag. Of much greater 
sigs : haf ceptance for Valley Grinders the world | importance is the ability of the 
Specifications include heavy = 4 over. Sizes from 4 h.p. Bench to refractory to stand load at high 
oversize ball bearings, wide wheels, 5 h.p. Pedestal model. Write for | temperature. Load-carrying abil- 
prices and data on special profit mak- | ity of firebrick is influenced by 


> Valley's reputation for ing franchise for Valley distributors. the quality of the fireclay, density 
Nalle . ry | of the brick and temperature at 
VII) ; Valley Electric Corp. which it is burned in the kiln. 


Dense, hard-burned brick usually 
4221] FOREST PARK BLVD. @ ST. LOUIS, MO. have greater strength than softer- 


Valley Ball Bearing Motors, every unit 
is protected by the Valley Guarantee. 


adjustable tool rests. 
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Three different styles of set in Disston 
Hard-Edge Metal Band Saws.6, 8, 10, 
12, 14, 18 and 22 teeth to inch, 


gr “RY “G" 
straight raker group 
tooth tooth set 


Disston Metal Band Saws are made 
(l) with blades hardened throughout; 
Operate at high peripheral speed; fur- 
nished with any tooth spacing desired 
or (2) with blades hardened on tooth 
edge only: “ Hard- Edge, Flexible- 
Back Band Saws.” Teeth are not 
Punched—they are milled, and then 
accurately set by machine. 


DISSTON 





Photographs courtesy of 
Wells Mfg. Corp., 
Three Rivers, Michigan. 


Men and Machines... 


more productive with 


FLEXIBLE-BACK DISSTON BAND 


Costs are cut, earnings increased, when you cut with Disston Band 
They stay sharp, cut accurately on the widest range of materials, siz 
and shapes ever cut on band-saw machines. 

Every tooth is hardened alike; edge hardened to base of teeth. Tee 
milled ... scientifically and accurately set. 

You need Disston Hard-Edge, Flexible-Back Bands. Tough, tensio 
holding. Unrivalled in taking the bend over a wheel. Unequalled 
resisting the strain of quarter turning. 


No Substitute for Disston Steel 


In metal-cutting saws! Gives modern results you must have in cutti 
new alloys, new hard materials, under new and harder conditio 
Tough, flexible, durable. Developed in Disston Steel Works. 


For complete data, write Henry Disston & Sons, Inc., 920 Tacon 
Philadelphia, U.S. A. Branches: Boston, Chicago, Detroit, Memph 
New Orleans, Seattle, Portland, Ore., San Francisco, Vancouver, B. 4 


Canadian Factory: Toronto. 


curr~c BAND SAWS 





CHICAGO 


HAMMERS 
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CHICAGO RAWHIDE MFG., CO. 


1290 Elston Avenue, Chicago 

















“burned brick containing a high 


percentage of flint clay. Gener- 


ally speaking, a dense brick with- | 
stands slag action better than a | 
porous brick. Coating the walls | 
with chrome mortar and _ using | 


chrome in laying up the brick 


has in some instances proved bene- | 


ficial. Chrome and silicon carbide 
withstand slag better than any 
other refractory. 


Spalling 


Spalling, which is the breaking 
away of solid pieces from the fire 
side or end of the brick, may be 
due to several causes. One cause 


of such wastage is the volume | 


change caused by the rapid tem- 
perature fluctuation occurring 
when firing up or banking a boiler. 
Usually porous or less-dense brick 
of soft burn give less trouble with 
spalling from this cause than do 
dense brick. The porous structure 
distributes the stresses and per- 
mits a large portion of the expan- 
sion to be taken up within the 
brick. But a new development has 
resulted in a very dense super- 
fireclay brick that has good spall- 
ing characteristics. Likewise, lack 
of uniformity in the refractory 
material may cause a porous brick 
to spall more than a denser brick. 

When slag forms on a brick it 
sometimes penetrates into the 
brick a considerable distance, 
forming a very brittle section 
which may easily rupture or spall 
when subjected to any strain. The 
more porous the brick the more 
readily it is penetrated by molten 
slag and the greater the tendency 
to spall from this cause. 

Another cause of spalling is 
pinching of the fire ends of the 
brick when insufficient clearance 
for expansion has been allowed. 
It should be borne in mind that 
the temperature of the fire end of 
the brick is materially higher than 
the rest of the brick and that it 
consequently expands more than 
the rest of the brick. If the brick 
does not reach the softening tem- 
perature before the load becomes 
too great, failure results. Conse- 
quently, other factors being equal, 
brick having the highest expan- 
sion and least uniform rate of at- 
taining their maximum expansion 
are most susceptible to spalling 
when subjected to rapid heating 
and cooling. 

From the foregoing it is evident 
that there is no “cure-all” or “best” 
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HI-DUTY @ COMPRESSION 
S.A.E. @ INVERTED FLARE @ SOLDER 









IT'S THOSE LITTLE DETAILS 


that cause trouble on 
industrial jobs --- 








T'S surprising how much grief poorly 

connected tubing causes .. . and 

it's the kind of grief that's entirely 
unnecessary. 

As a rule the trouble starts with the 
selection of the wrong type of fittings, 
or it is caused by using fittings of in- 
ferior quality. 

Both of these possibilities for trouble 
are eliminated by using IMPERIAL fit- 
tings. You can get, in the Imperial line, 
exactly the type required to solve any 
kind of connection problem where cop- 
per, Shelby, aluminum, Bundy, Bundy 
Weld, Everdur, Monel, or steel tubing 
are used . . . and you can be abso- 
lutely certain that the fittings selected 
will be the finest on the market. 


The greatest fitting of them all! 


Foremost in the broad line of Im- 
perial fittings is the Hi-Duty. 

Tests have shown that joints as- 
sembled with Hi-Duty fittings have 
many times the resistance to vibration- 
breakage as compared with joints as- 
sembled with ordinary types. Also, 
Hi-Duty fittings are much simpler to 
connect. No flaring or soldering is re- 
quired and—since it is a two-piece fit- 
ting—there is no loose sleeve to con- 

tend with. No matter how many 

times it is reconnected, the joint re- 
mains tight and the tubing is never 
damaged. 

You can lick the tubing 
problem once and for all with 
IMPERIAL Hi-Duty connectors, 
ells, tees, ball checks, unions, 
and shut-off cocks. 

Write for the new 
Hi-Duty booklet 
IMPERIAL BRASS MFG. CO. 


511 S. Racine Ave., Chicago 
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STRESSING POWELL 
QUALITY VALVES 


THE WM. POWELL COMPANY 
CINCINNATI, OHIO 


Onze 
Valve. are 


716. i809 
eons 

So, 
Vatve _ 
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SPUR-GEAR 


SUBSTANTIAL 


PROFIT BUILDER 


HAS SPEED..SAFETY.. 


POWER ..DURABILITY .. 
ECONOMY Wherever the going 


is hard there is a need for the new Coffing 
Safety-Pull Ratchet Lever Hoist. The dis- 
tributor who sells them can be sure of 
good returns because they are made to 
stand lots of abuse and to give trouble- 
free, day-after-day service. They make 
possible many savings for users and this 
is one of your best sales arguments— 
that, and the new safety features which 
make them absolutely “fool proof.” 

Sell Coffing Hoists to railroads, oil fields, 
factories, mines, contractors, machine 
shops, utilities, wrecking crews,—in fact 
any place where there is lift or pull re- 
quired for regular and emergency work. 
A Coffing Hoist and one man can do the 
work of two or three men on some jobs. 
They are low-priced, high quality, and 
highly efficient. Make money selling 
Coffing Hoists! 


COFFING HOIST COMPANY 


DANVILLE, ILLINOIS 


DVANCED 


COFFIN G “usin 


RATCHET LEVER : 
SAL a cc cr 





~ OO. OR . ‘ - 
Leese ss oe hee 


Safety-Pull 
Ratchet 
Lever 
Hoist 
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ELECTRIC 
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MAUREY su V-PULLEYS. 





CROSS SECTION 
TYPE NO. 3 
6 inch and larger 


FILL THE NEED... 


.. . BOOST PROFITS 


Maurey Steel —— overcome all 


common faults of ordinary pulleys, 
yet cost no more. They are unequalled 
for strength, appearance, and per- 
formance. After long periods of con- 


tinuous service the 
solid steel or malleable iron hubs and 
extra heavy rolled rims assure this. 


You can fill the definite need for 
Steel V-Pulleys from the Maurey Line 
because MAUREY is the largest 


still run true—the 


manufacturer in the world of Steel 


refractory. To resist certain fur- 
nace conditions, a dense brick may 
be best, while for other conditions 
a more porous brick is indicated, 
and both conditions may exist in 
the same furnace at the same time. 
Where conditions are severe, as in 
oil furnaces, brick with higher fu- 
sion temperature and load-bearing 
characteristics may be required, 
but in all cases the brick result- 
ing in the lowest total cost, includ- 
ing maintenance, should be sug- 
gested. 

In addition to choice of refrac- 
tory, the way the wall is laid up 
and the design of the furnace both 
are important. Be sure that these 
two factors don’t defeat you after 
you’ve suggested the right brick! 
Beyond that, it’s a steady market, 
for every refractory wall must be 
repaired regularly—and that’s re- 
peat business for you as long as 
you keep it properly serviced. 








Dog Days? Sell Unit Heaters 
(Continued from Page 22) 








distributors. While there are a 
few cities where unit heaters 
must be sold through steamfitters 
who actually install the heaters 
(Chicago is a case in point), in 
most instances the plants to 
whom you might sell the unit 
heaters have both the equipment 
and the experienced men to do 
the installation work. 

Unit heaters selling is an all- 
year-round job, but this is a par- 
ticularly “hot” season for it. If 
you haven’t laid the foundations 
for final sales drives to be made 
now, go through your notebook or 
your memory storehouse, and see 
if you can recall spots you have 
noted in plant visits where unit 
heaters could be installed to ad- 
vantage. Then talk up unit heat- 
ers—and keep on talking them up 
all through the year. 


V-Pulleys—Alll sizes—standard types. 
Maurey distributors enjoy profitable, 
sure business with full protection in 
their territories. Do you want to 
boost your profits? MAUREY Steel 
V-Pulleys will help you— 








Happy, Hard-Working Family 
(Continued from Page 19) 





MAUREY 
TYPE NO. 3 


MAUREY MANUFACTURING CORP. 


2907-15 S. WABASH AVE. CHICAGO, ILL. 








Obviously it is the first part of 
the plan through which each sales- 
man himself can control his extra 
income, for he is paid on the profits 
resulting from his own individual 
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SPIRALS SPEED OUTPUT 





@ Spring in handle of ‘‘Yankee’’ 
Quick-Return Driver keeps bit in 
screw. Right and left ratchet adjust- 
ments, and rigid. Standard, Heavy, 
Light patterns. With or without 








spring in handle. Available in various 
sizes — lengths (extended) with bit, 
from 2714" to 12%". Three different size 
tested ‘‘Yankee’”’ bits with each driver. 
‘*Yankee’’ Tools save time and labor. 


SELL YOUR CUSTOMERS THE BEST—" YANKEE” SPIRAL SCREW DRIVERS 
ARE KNOWN THE WORLD OVER FOR THEIR SUPERIOR QUALITY. 


For “YANKEE” Tool Book, write North Bros. Mfg. Co., Dept. ML, Philadelphia, U.S.A. 
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TAPS 
DIES: DRILLS 


The “Greenfield” line is long, strong. 
well-made, well-known, well-advertised. 
It helps you hold the big ones. 


GREENFIELD TAP & DIE CORP. 


GREENFIELD, MASS. 
Detroit Plant: 2102 West Fort St. 


GREENFIELD 





Warehouses in New 


York, Chicago, Los 
Angeles and San 
Francisco 


In Canada: Green- 
field Tap & Die Corp. 
of Canada, Ltd., 
Galt, Ont. 








. YEAR AFTER YEAR OF STEADY REPEAT 
BUSINESS WITH 


CAPITAL 
RED CAP 


% A profit maker for distributors 
for almost half a century, it is no 
wonder the Capital "Red Cap” line 
is preferred by mill supply men 


everywhere. 


The exceptional growth in sales year 
after year has been due to the Nigh 
type of service Capital "Red Cap" 
Brushes and Brooms give to users. 


We sell through mill supply houses. 
Our policy assures you profits. 
hm Send us your orders! 


INDIANAPOLIS 
Brush & Broom Mfg. Co. 
Established 1890 
COR. BRUSH & BROOM STREETS 
INDIANAPOLIS, INDIANA 
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efforts. It has also been possible 
to give additional bonuses equal to 
ten per cent of salaries of all em- 
ployees. This is Part II of our 
setup: 

The second part of our bonus 
plan is made up of a definite per- 
centage advance over the base or 
minimum salaries. This part of 
the bonuses is paid from net profits 
after a certain predetermined 
profit has been reached. When 
there is an accumulation in this 
fund as a result of a profitable 
quarter’s operation for the com- 
pany, we notify all employees that 
a bonus of, say, five per cent or 
ten per cent of their base minimum 
salaries will be paid. 

This bonus we guarantee for a 
period of time, three or six months, 
depending on the amount in the 
fund. Since the fund is already 
set up, we can afford to guarantee 
the bonus for a stated period. At 
the end of that time, we then an- 
nounce either a continuing of the 
same percentage, or an increase or 
decrease based on earnings. The 
beauty of this plan is that the 
bonus is always based on what we 
know to have happened rather 
than on what we expect or hope to 
happen. 

We pay twice a month. The 
check on the fifteenth is for half 
a month’s base salary. This helps 
keep the employee conscious of 
his base salary at all times and 
keeps the bonus, as such, a separ- 
ate payment. If we have advised 
an increase of ten per cent, this 
full extra is included in the pay at 
the end of the month. Hence, if 
base salary is $100 per month, the 
payment on the fifteenth will be 


$50 and at the end of the month, 


$60. 

(Part I, a quarterly bonus, is 
paid by an extra check when due, 
always on the last pay day of the 
second month following the quar- 
ter.) 

Since our bonus is figured on 
profits, increase of sales and de- 
crease of expenses, everyone, both 
inside and out, is always watching 
these particular items. The people 
on order desks, taking telephone 
orders or making quotations, are 
always courteous, endeavoring to 
close sales and making sure that, 
if a quotation is made, the sales- 
man is properly informed and 
asked to check it up. 

The boys on the floor try to be 
most courteous to customers, 
knowing that all sales help their 
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IN A SERIES OF 


A study of pump sales in industry indicates that the profit and volume possibilities 
are larger than in many other distributor lines. Results obtained by present dis- 
tributors of pumps prove volume possibilities—for instance, one distributor in the 
Middle West sold one order, to one Sugar Plant, of twenty-two horizontal cen- 
trifugal pumps and eight vertical centrifugal pumps and with definite profits, too. 


There is only a limited line of pumps to be carried to meet general industrial 
demands and these move freely with no danger of styling or redesign changes as 
in some lines. However, there is a broader line of pumps which can be sold on 
order and need not be carried in stock. Such pumps are seldom demanded by the 
purchaser for immediate delivery. 

A pump line takes no exceptional space for stocking and gives a quick turnover. There is prac- 
tically no possibility of obsolescence or depreciation losses here because a pump is a definitely 
pre-designed product of long use for certain purposes. 

Because the need for pumps is found in every commercial establishment and manufacturing 
plant, distributors find Goulds Pumps a faster moving—more profitable line of products to 
sell. It is for this reason that we have a definite distributor policy backed by a planned service 
which conclusively makes the industrial distributor a part of our organization and opens to him 
such possibilities for profitable sales. Write today for complete information. 


QUESTION #1 What about the product? 
QUESTION #3 Can our organization sell it? 


QUESTION #4 Is this a complete line? 


* These questions are being answered in a series of advertisements. 
If you did not see #1, write us. 





GOULDS' PUMPS Inc. 


ATLANTA BOSTON Gs @a\Cl®) HOUSTON, NEW YORK PHILADELPHIA PITTSBURGH TULSA Representatives in all Principal Cities 
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A LONG STANDING 


AVORITE 


WITH COUNTLESS 
ENGINEERS 
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Avis No. 2! 


REGULATOR 


MERICA’S first automatic pres- | 
sure regulator was the Davis 
piston type reducing valve. In its 
most modern form, No. 2 continues 
to be a favorite with engineers 
who want simple design ...da 
good degree of sensitivity and 
trouble-free construction. There is 
no packing, springs, diaphragm, 
small parts or auxiliary valve. An 
oil dash pot steadies the action. 
No lubrication is required. Visible 
action and hand testing please 
users. See listings in Davis catalog 
No. 100 A. 











Every Industrial Distributor 
Should Have This Book! 


This binder contains latest Davis bulle- 
tins illustrating and describing over 
sixty Davis specialties. Ask for a copy. 
DAVIS REGULATOR CO., 2544 S&S. 
Washtenaw Ave., Chicago, Ill. 
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bonus, Salesmen get close coopera- 
tion from inside people in asking 
favors of them, because all are 
willingly cooperating to make 
sales. Ali departments try to have 
as few errors as possible. The 
credit department does everything 
possible to keep the good will of 
a customer, yet, not sacrificing 
good credit procedure. 

There is an outstanding addi- 
tional advantage. I believe that 
since 1935 I have had less than half 
a dozen discussions with employees 
on the salary question—and this 
during a period of rising business 
and profits, when such discussions 
are likely to be most frequent. Our 
bonus system gave to all more than 
they would probably have been 
paid by salary negotiation. Then, 
on the way down, if salaries had 
been definitely advanced in the pre- 
vious period, it would be necessary 
for us, no doubt, to approach the 
employees all over again in the 
matter of reduction. It is auto- 
matic, and therefore helps avoid 
difficult situations. 








Guess What 


(Answers to Questions on Page 27) 








1. Chain formed of hollow beads 
with connecting dumb-bell shaped 
links. 

2. Electrical and plumbing fix- 
tures, jewelry. 

3. Usually brass or _ nickel-sil- 
ver, sometimes chromium-plated. 

4. Metal spray. 

5. Yes. 

6. No—the coating is really mi- 
nute scales, the spattered edges of 
which interlock. 

7. By spraying a softer metal, 
such as lead, on first. 

8. Arc, oxy-acetylene, 
flash, thermit. 

9. Flash—a-form of resistance 
welding. 

10. The sheets are butted to- 
gether and current passed through. 
The resistance of the minute air 
gap causes heating, and the mol- 
ten edges are then pushed together. 

11. Oxy-acetylene, in which cut- 
ting and welding torches are inter- 
changeable. 

12. No—goggles with 
lenses are commonly used. 

13. Because the are burns the 
skin as the sun does. They also 
wear gloves. 

14. Oxy-acetylene, arc and ther- 
mit. 

15. Spot-welding. 


spot, 


colored 
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Half an eye can see that the 
two bronze seats in Dart 
Unions have the extra width 
that assures “‘time-and-again” 
tightness—keeps the cost per 
tight joint down to bed rock. 
Moreover, Dart seats are 
ground to a true ball joint that 
sits tight, comes apart readily, 
remakes repeatedly. 


This feature alone gives you a 
talking point that puts Darts way 
ahead of ordinary unions. And 
because they're known to be worth 
more, Darts command a higher 
price, chalk up higher profits for 
you. It’s good selling, and good 
business, to tie in with Darts. 
Write for jobber policy today. 
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uNton $ 
E. M. DART MFG. CO., Providence, R.I. 


Sales Agents: 
The Fairbanks Company, New York, 
and all branches. 


Canadian Factory: 
Dart Union Company, Ltd., 
Toronto, Canada. 

















TT'S EASY TO PICK 








The Right Regrinding Valve 
from the Complete Jenkins Line’ 


87 
ANSWERS 


: to Regrinding 
JENKINS Valve Needs 


} There r 

4 i be —s 87 differen, Jenkins 
| srinding Valves... M4, si 
: 7 uMecrous Patterns, ing ag 


REGRINDING 
REGRIND. Cla Ta 





BEVEL sear ° 


PLu 
SPECIAL G SEarT 


ALLoy SEATS 
+ 
ae BODy IRON BODy 
ON Bopy, BRONZE TRIMMED 
ALL-IRON 


. 
UNION BONNEY 
BOLTED Bonner 


. 
GLOBE~ang, E 
CROSS ~ CHECK 

. 

SCREWED —FLancen 

7 

180-—175~2090_ 225 
250—300 P 
OUNDS 
w 
ORKING STEAM PRESSURES 


° 
178 ~ 225 — 250-300 
400-600 POUNDS 
WORKING On, WATER GAS 
PRESSURES 


FOR INSTANCE 





F IT’S Regrinding Valves you want, Jenkins has them! 87 Ibs. pressur 
different types and patterns covering practically every yoni 
industrial need. {AN $00 BRINELE 


HAKDF4 


Select the exact body, bonnet, seat and end styles you need. 
Then rest assured that these valves will give you the same 
low-cost performance which the Jenkins standard of design 
and manufacture has made famous. 


The four descriptive bulletins shown cover the complete 
Regrinding line. Write for copies. 


JENKINS BROS., 80 White St., New Y ork City; Bridgeport,Conn.; Boston; Chicago; 
Philadelphia; Atlanta; Houston. JENKINS BROS., Limited, Montreal; London, Eng. 





gives you everything in Regrinding Valves 
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High Quality Makes Easier Selling 


There's 
on SIMONDS complete line of Saws, Files and 


Write for full information. 


the good reason for standardizing 


Machine Knives. 


SIMONDS SAW AND STEEL COMPANY 


"The Saw Makers" 


FITCHBURG, MASS. CHICAGO, ILL. 








MANUFACTURERS MAKE YOUR SELLING 


\ Easier 








by telling the 
of their 
products to your 


merits 


best prospects in 


FACTORY. 


FACTORY has more plant 
operating official subscribers 
than any other business paper. 
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16. A handled _ backing-our 
punch, used for driving rivet 
shanks out of holes so new rivets 
can be driven. 

17. High-speed steel. 

18. Dull rod. 

19. Cold-rolled is cold-rolled 
steel, an ordinary carbon steel 
which is soft. 

20. Chisel steel, or drill steei, 
the latter because it is commonly 
used for rock drills. 

21. By case-hardening or car- 
burizing, adding carbon or other 
materials to produce a hard “skin”. 
The steel itself cannot be temp- 
ered. 

22. Jeans aud drills. 

23. Yes—Light-weight jeans be- 
ing called J, regular-weight drills 
D or XD, and extra-weight drills 
XXD. 


When Sam Supplier Dined 
Alone 


(Answer to the Puzzle on Page 27) 

Sam married the mother of his 
father’s second wife and had a son. 
Sam is therefore the father of his 
step-brother’s nephew, the husband 
of his father’s mother-in-law, and 
the father-in-law of his step- 
mother. He is also his own grand- 
father. 








Steel Market Confusion Ebbs 
(Continued from Page 16) 








in the competitive rush to protect 
nearby markets. 

“Yet, the addition of a few new 
basing points (all told there are 
80-odd) is hardly likely to cause 
any important shift in the steel in- 
dustry to large consuming centers, 
as many commentators have sug- 
gested. Steel mills don’t move 
easily. 

“Nor are steel consumers likely 
to pick up plants to be nearer bas- 
ing points. It’s said, for example, 
that an auto-parts maker, in the 
East will no longer be able to com- 
pete with a Midwestern parts 
maker, because now Chicago’s steel 
base is the same as Pittsburgh’s. 
But, it should be remembered that 
today Sparrows Point also quotes 
the same base price as Pittsburgh. 
So, as far as steel buying goes, 
the two parts makers are in the 
same relative position as before. 
What so many students have over- 
looked—in evaluating this revolu- 
tion—is that the new prices go 
East as well as West.” 
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CONSIDER! There are TWO STEPS 


TO YOUR ANCHORING PROBLEM 


IN STONE, CONCRETE, MARBLE, MOSAIC, 


BRICK, TILE AND 
SIMILAR MATERIALS — AND IN ALL HOLLOW PLACES! 


FIRST—mMAKING THE HOLE— 


SUDDEN 
DEPTH 


Twice as fast—Twice as clean 
At Half the Cost 
Per Hole 


CAST IRON ang 


all Similar Materials ¢ 


THE 


PAINE TOGGLES 








IN LATH AND 
PLASTER WALLS 




















PARTITIONS 











Compared with other tools for making holes, SUDDEN 
DEPTH, the sensational, new electric rotary drill point 
stands out like a modern ocean greyhound as compared 
with the old tow-path scow. QUIET? You bet! Twice as 
fast? Emphatically! Clean working? Yessir! Every hole 
exact and free from splintered. or chipped edges. High 
temperatures don’t touch it; and you ean alw ays lean hard 
on it as necessary for a fast, workmanlike job. Its great 
speed is exciting—its long life almost unbelievable. 


The secret is in its “thirty grind” Carboloy tip—non-brittle 
and the hardest metal known to man. Every grind is good 
for thousands of holes. So that’s why we say SUDDEN 
DEPTH is the labor saving, money saving solution to your 
problem of hole-making in practically any material. We 
guarantee it. 


A SECURE and 


~ LASTING ANCHORAGE 











PARTITIONS 














ROCK WALLS 





lath or ceiling. 





instantaneous action 
best 
backed material. Paine is the toggle that works 


There 
both the Spring Wing and 
style... 


and nut or machine screw. 


: working with any hollow 
iN SHEET 3 material, such as tile, plaster board and metal 


Because of their great holding power and their 
in any position, they're 


when you're working with any hollow 


in gypsum and machalite. 


are many sizes of Paine Toggle Bolts, 


either of them 


with any style of bolt 
You'll find them 
to be genuine time and money savers when 
or hollow backed 


the PB, One-Piece 








Don’t overlook 
Paine pipe hanging 
devices such = as 
pipe strap, perfor- 
ated hanger iron, 
pipe rings... all 
of them designed 
for most satisfac- 
tory service. 








PAINE LEAD ANCHORS For Solid Materials 





Fig. 900 





You'll not miss out on Paine Lead Expansion 
Anchors if you're interested in easily accomplished, 


solid and secure anchorage in such ma- 


Fig. 910 


PAINE 


able for use in both tough and fragile material. 


Folks who once try them repeat constantly. 





terials as concrete, stone, brick, mo- ZB 


Cs ee 


saic, marble, slate, tile and glass. 


They are really superior. 


Paine has revolutionized lead anchor 





design, by developing a new mix of 























lead alloy that’s immensely tougher 1. Place anchor, 


-me . resistant and yet : 
extremely more pull resistant 2 j rig Ata a 


so flexible that they are incompar. 
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with nut removed, 


2. Set anchor with 
a few taps of 
hammer on tool 
furnished free. 


Eastern Office: 79 Barclay St. 


COMPANY 


3’. Place work = in 
position and tighten 
with an ordinary 
wrench, 


Dept.188 2947 Carroll Avenue CHICAGO 
NEW YORK 
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PRODUCT PAGE NO. MAIN FEATURE 

Pipe Threading Machine 80 Receding chaser features reduces cut- 
ting strain 

Coal Drills 80 Suitable for one and two-man operation 

Valve Control 81 Automatically starts and stops sanders 

Valve Resurfacers 81 Speed of grinding increased 

Pipe Vise Stand 82 Equipped with a power unit and chuck 

Barrel Truck 82 One-man loading possible 

Soldering Tool 83 Specially designed for light, delicate 

Hole Attachments 83 conc usefulness of dial test indi- 

Unbreakable Hack Saw Blade 83 Pc and resiliency 

Mallets 83 Heads may be resurfaced 

Tubular Lamp 83 Serves as its own reflector 

Limit Switch 85 A definite, predetermined amount of 
feed in planer operations may be 
obtained 

Exhauster Equipment 87 Keeps buffing and polishing machines 

Lighting Fixture 88 Ph ol overall illumination 

Face Mask 88 Light and makes greater vision possible 

Skid-Lifting Unit 88 Combined lifting and moving unit 

Rotary Hose 88 


Extremely durable hose for rough serv- 
ice 








MANUFACTURER 
Landis Machine Co. 
Black & Decker Mfg. Co. 
Sterling Products Co. 
Van Dorn Electric Tool Co. 
Oster Mfg. Co. 
Barrett-Cravens Co. 
Ideal Commutator Dresser Co. 
Brown & Sharpe Mfg. Co. 
Henry G. Thompson & Son Co. 
Martin Bersted Co. 
Birdseye Electric Co. 


General Electric Co. 


Standard Electric Tool Co. 
Goodrich Electric Co. 
Industrial Products Co. 
Lewis-Shepard Sales Corp. 
Goodyear Tire & Rubber Co. 











NEW PRODUCTS 
WITH SALES POSSIBILITIES 


Pipe Threading Machine 

















This new 49% in. receding chaser 
pipe threading and cutting machine 
has a capacity from 1§ in. O.D., to 
43 in. O.D. It will generate a tap- 
ered pipe thread of any length up 
to and including 5 in., and it will 
cut all tapers regularly used for plain 
pipe, and oil well casing, tubing, and 
drill pipe, on all sizes within range. 
The receding chaser features of these 
machines greatly reduces the cutting 
strain on the chasers to assure maxi- 
mum chaser life, accurately tapered 
threads and threads of finer finish. 
It also permits the use of a very nar- 


80 


row chaser which lowers the initial 
cost of the chasers. The die head 
which is graduated for all pipe sizes 
within its capacity, has a universal 
adjustment for size, and in addition, 
there is a micrometer adjustment 
which makes it possible to obtain an 
extremely accurate setting. The die 
head is equipped with a roughing 
and finishing mechanism. Primary 
buying officials to be contacted in in- 
troducing this product are superin- 
tendent, purchasing agent and chief 
engineer. — Landis Machine Co., 
Waynesboro, Pa. MILL SUPPLIEs, 
August, 1938. 





Coal Drills 


A completely new line of coal drills 
has just been announced is said to 
make available a greater operating 
economy of closer shot holes for use 
of lighter powder charges in both 
hard and soft coal operations. The 
new coal drill line consists of four 
different size tools suitable for one- 
man and two-man operations. Many 
features claimed by the manufac- 
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turer make it an ideal tool. These 
drills are reasonably priced, of rug- 
ged construction, though light in 


| ma a 


Aca |) >= 





weight and a selection of speeds is 
offered to meet varying drilling re- 
quirements. They are supplied with 
spade handle or breast plate, full 
capacity, dust-proof switch and 
detachable pipe handle. Gears are 
mounted on ball bearings and spin- 
dle on Timken tapered roller bear- 
ings. Spindle is threaded to ac- 
comodate various standard augers, 
socket or adaptors. Reversing switch 























SELL 


COATED ABRASIVES 
MADE BY 


CLOVER 


HE Clover Color-Stripe 

line of Coated Abrasives 

represents the last word 
in efficiency and work value. 
Flint, Emery, Aluminum 
Oxide, Silicon Carbide and 
Garnet—supplied in sheets, 
rolls, belts and discs. 


Everything the wood-worker, 
painter and metal-worker re- 
quires—and, of a quality 
and work-value rarely found 
and seldom equaled. 





Sell Clover Color-Stripe 
Abrasive Papers and Cloths. 
Your customer will see how 
much better they really are, 
once tried, and will never be 
ae with the ordinary 
ind, 


It's not the first sale but the 
repeat business that brings 
real profits. You get it with 
the Clover line. 


CLOVER MFG. CO. 
NORWALK, CONNECTICUT 


Also makers of the famous 


CLOVER GRINDING and 
LAPPING COMPOUNDS 



















can be supplied for three of the 
models. Primary buying officials to 
be contacted in introducing this pro- 
duct are mines superintendent, chief 
engineer and purchasing agent.— 
Black & Decker Mfg. Co., Towson, 
Md.—MILL Suppuies, August, 1938. 


Valve Control 





A new and automatic valve control 
recently developed for use on the 
Sterling “Speed-Bloc” sander auto- 
matically starts and stops the sand- 
er and controls the flow of water 
when hose is attached for wet sand- 


ing. Low air consumption is one of 
the outstanding features claimed. 
The use of bar stock, aluminum pis- 
tons and expander rings mounted 
behind piston cups in the latest mod- 
el, reduces air consumption consid- 
erably. In addition to the elimina- 
tion of air waste, the operating effi- 
ciency is increased by providing free- 
dom of both hands to operate the ma- 
chine and manipulate the product be- 
ing sanded or rubbed. Primary buy- 
ing officials to be contacted in intro- 
ducing this product are chief en- 
gineer, purchasing agent and master 
mechanic.—Sterling Products Co., 
2457 Woodward Ave., Detroit, Mich. 
—MILL Supptigs, August, 1938. 


Valve Resurfacers 


Each of these new resurfacers are 
supplied in ¥ and §-in. capacities, 
each having two universal motors, 
independently driving’ collet and 
wheel spindles; fast feed screws 
with improved bearing construction; 
sensitive slides with three-point 
bearing suspension of feed tables 
and grinding spindle of improved 
ball bearing construction and double- 
ended to provide for stem grinding. 
The wet grinding valve resurfacer 
increases the speed of grinding, be- 
cause it reduces grinding heat and 
prevents burring, thus permitting 
the operator to make heavier cuts. 
The wet grinding mechanism con- 
sists of a solution tank, mounted on 
the rear of the resurfacer base, and 
divided into two compartments; two 
tubes are filtered into the tank cover, 
one drawing the filtered solution 
from the smaller compartment, the 
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ROPER PUMPS 


GENERAL USE 


| 

| for handling any 
clean liquid in fac- 
tories, cold storage 





plants, chemical 
plants, dyers and 
cleaners, etc. 
(Write for Bulletin 
MSR-3). 
| POWER 
| TRANSMISSION 
for hydrauli« 
automobile lifts, 
elevators, presses, 
stokers, snow 
plows, etc. 
| (Write for Bulle 
tin MSR-5). 





MACHINE TOOLS 


for handling cut- 
| ting compounds and 
| lubricating liquids 
on metal working 
| machines. (Write for 
Bulletin MSR-4). 


GASOLINE 

AND OILS 
especially suited 
| for transferring 
petroleum prod- 
| ucts in bulk sta 
} tions refineries 
etc. (Write for 
Bulletin MSR-7). 


HAND TRANSFER 


vane 





rotary gear or 


| type, for handling thin 
or thick liquids. Attach 
to any type container. 
(Write for Bulletin 
MSR-2). 





HEAVY LIQUIDS 


steam jacketed for 
handling  asphal- 
tum, creosote, glu- 
cose, molasses, tar 
and other viscous 
liquids. (Write for 
Bulletin MSR-9). 





GEO. D. ROPER CORP. 


Rockford, Illinois 











SAGINAW, MICHIGAN 


TAPES 
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“MEZURALL” 
TAPE-RULES 


It's no secret why LUFKIN 
“Mezurall” Tape-Rules move off 
dealers’ shelves so fast. For 
dealers the country over have 
found that the “Mezurall” is the 
most practical, all-purpose, 
accurate tape-rule they ever 
had the good fortune to offer. 


Customers, too, appreciate the 
superior advantages. Simple 
and positive in operation, they 
are suitable alike for common 
measuring, inside measuring of 
openings, etc., and for gaging 
or measuring height and depth. 
Sliding end hook permits accu- 
rate butt end or hook measure- 
ments. 6 and 8 foot lengths. 


Always have a good supply on 
hand and show them — they 
will produce extra sales. 


UOFA/N 


New York City 


RULES - PRECISION TOOLS 








other tube returning used fluid to 
the larger compartment for filtering. 
—Primary buying officials to be con- 
tacted in introducing this product 
are superintendent, master mechanic 
and purchasing agent.—The Van 
Dorn Electric Tool Co., Towson, Md. 
—MILL SuppuigEs, August, 1938. 


Pipe Vise Stand 





A new pipe vise stand of the usual 
type, but equipped with a power unit 


| and chuck which enable the user to 


| announced. 


thread, cut and ream all sizes of pipe 
up to 2” inclusive, by power has been 
The pipe is gripped in a 
universal, bar-operated, scroll type 
chuck and is revolved by the power 


| unit concealed in the upper part of 
| the stand on which the pipe vise is 


usually mounted. The die-stock, cut- 
ter or reamer is placed on the pipe 
in the conventional manner with the 
handles resting on sliding arms 
which are built in the sides of the 
stand. When the power is turned 














on, the sliding arms take the torque | 
of the pipe tools as the threading, | 


cutting-off and reaming operations 
are performed. Without the legs, 
which can be removed when carrying, 
the net weight is only 110 lbs. so 
that two men can easily lift it on 


| or off a truck when it is to be taken 


to a job. Primary buying officials 
to be contacted in introducing this 
product are superintendent, plant 
manager and purchasing agent.—Os- 


ter Mfg. Co., Cleveland, Ohio.—MIuL 
Supp.igEs, August, 1938. 


Barrel Truck 


This new barrel truck enables one 
man to roll his truck up to the bar- 
rel, drop the hoop and because of 


perfect balance, with a single exer- | 
tion of 93 lbs., be on his way with | 
| his load. This truck makes loading | 


unnecessary. It loops over the bar- 
rel and lifts it in a shorter time 
than two men formerly could do it. 


| Capacity of the truck is 1200 lbs., 
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MILL SUPPLY SALESMEN 


This product is a natural for you 


n every field 
it is being advertised in 


| Power + Prod 


d + Hardware 


t & Tractor + Farm 


rn Autometive Journal 


10 
MODELS 


TAKE YOUR CHOICE 


GUN # 


or OILER 


you KNOW 


lubrication is 


done right 


Lubricants are forced to all parts 
of bearings under pressures up to 
1000 pounds. All grit and gum is 
flushed out—new, clean lubri- 
cant added. 


NO SPECIAL FITTINGS 
The ACCO-MORROW Lubri- 
cator operates perfectly on oil 
holes, oil cups and ball-type fit- 
tings. Patented OILING SEAL 
TIP prevents waste of lubricants 
at oil holes, ball fittings, oil cups. 


PROTECTS EQUIPMENT 


No matter how tight or gummed- 
up a bearing may be, a film of 
fresh oil will reach all parts of it. 


SAVES MONEY 


The inexpensive ACCO-MORROW Lubri- 
cator speeds lubricating work. The use of 
highest grade lubricants by this method 
costs less than use of cheap oils and greases 
by other methods. 


AMERICAN CHAIN & CABLE 


COMPANY, Inc. 
York, Pa., U.S. A. 


In Canada: Dominion Chain Co., Ltd. 
Niagara Falls, Ont. 





















and its weight is 112 lbs.—Primary 
buying officials to be contacted in 
introducing this product are plant 
manager, superintendent and pur- 
chasing agent.—Barrett-Cravens Co., 
3249 W. 30th. St., Chicago, Ill.— 
MILL SUPPLIES, August, 1938. 


Soldering Tool 


= Ses 








This new solderer is especially de- 


signed for light, delicate work on 
radios, telephones, small motors, in- 
struments, ete. It is only 64 in. 
long and ys in. in diameter so that 
it reaches deep down through intri- 
cate mazes of wire and parts to 
form connections. This tool consists 
of a handle with two heating car- 
bons, one fixed, the other moveable 
against a spring. When both carbons 
contact metal, an electric circuit is 
closed and the metal reaches solder- 
ing temperature quickly. This heat is 
concentrated and controlled in a 
small area, and current is used only 
when the tool is in actual use. Hav- 
ing one carbon moveable against a 
light spring pressure, soldering in 
uneven surfaces is made easy. Pri- 
mary buying officials to be contacted 
in introducing this product are fore- 
man, master mechanic and purchas- 
ing agent. — Ideal Commutator 
Dresser Co., 1000 Park Ave., Syca- 
more, I]].—MILL SuppuLiges, August, 
1938. 


Hole Attachments 





Recently announced by this firm 
are two new hole attachments, No. 
729A and 729B. These hole attach- 
ments increase the usefulness of 
dial test indicator, adapting the in- 


dicator for testing internal and 
other surfaces which cannot be 
reached with the spindle of the dial 
gage. They are easily and quickly 
attached to the dial gage and held 
firmly in position by a knurled clamp 











screw. A desirable feature is the 
adjustable fulerum screw by which 
looseness or play in the arm can 
be eliminated. Primary buying of- 
ficials to be contacted in introducing 
this product are chief engineer, su- 
perintendent, master mechanic and 
purchasing agent.—Brown & Sharpe 
Mfg. Co., Providence, R. I.—MILL 
SUPPLIES, August, 1938. 


Unbreakable Hack Saw Blades 


These new “Rezistor” unbreakable, 
high speed hack saw blades repre- 
sent a distinct development in metal- 
lurgy. It is a hard-tooth flexible 
back blade with great toughness and 
resiliency. The blade is said to be 
shock-proof and will deliver its full 
cutting life. It is designed and heat- 
treated to withstand hard, grueling 
service on any machine, cutting any 
material. These blades are made in 
a full line of hand frame sizes, all 
in. wide and equipped with “easy- 
starting teeth”. Power blades are 
made in present standard sizes. 
Primary buying officials to be con- 
tacted in introducing this product are 
purchasing agent, master mechanic 
and foremen.—The Henry G. Thomp- 
son & Son Co., New Haven, Conn.— 
MILL SUPPLIES, August, 1938. 


Mallets 


These mallets, recently introduced 
to the trade are now available in 
special long heads, which can be re- 
faced when the original striking sur- 
face becomes rough from use. These 
mallets do not flare and are easily 
machined so that the user can al- 
ways have a smooth striking sur- 
face. Special sizes can now be had 
for any purpose. In addition a new 
size is now available with a 23-in. 
diameter face and a 53-in. long head 
making a mallet that is suitable for 
large bulky work. This mallet can 
be had in the minimum weight of 2 
lb. and a maximum weight of 44 lb. 
—Primary buying officials to be 
contacted in introducing this product 
are foreman, master mechanic and 
purchasing agent.—Martin Bersted 
Co., 1271 N. Hermitage Ave., Chi- 
cago.— MILL SUPPLIES, August, 1938. 


Tubular Lamp 


A tubular lamp, inside silvered, 
that serves as its own reflector has 
just been introduced to the indus- 
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Outstanding Lines 
that sell each other 


Unbreakable 
High-Speed-Edge 
Hack Saw Blades 


the MARVEL patented 

construction gives the only blades 

that are both High Speed and Unbreakable—a genuine 

18°; Tungsten High-Speed steel cutting edge elec- 

trically welded to a tough alloy steel body—MORE 
TO SELL! 


High-Speed-Edge 
Hole Saws 
. have a much larger market 
than others, for MARVEL hole 
saws have the strength for drill 
ress use and the set for deep 


— The MARVEL High-Speed-Edge makes them 
fast cutting and long lasting. 


Heavy-Duty 
Hand Frame 
A new type tool that makes 
metal sawing by hand easier, 
faster and more accurate. _The 


frame forged from aluminum 
alloy is rigid, holds blade under mechanical tension, 
has machine type (clamp) holders, is a 2-handed tool 
with hand guards and power applied below the line 
of cut prevents sticking in cut and blade breakage. 


Sawing Machines 
The most advanced and com- 
plete line of metal sawing ma- 
chines built. Each is outstanding 
in its field. The line includes: 


GENERAL PURPOSE HACK SAWS 
MARVEL No. 1 (Capacity 4” x 4”) 
MARVEL No. 2 (Capacity 8” x 8”) 


LIGHT DUTY HIGH SPEED SAWS 
MARVEL No. 4B (Capacity 6” x 6”) 


HEAVY DUTY, FULL BALL BEARING, HIGH 
SPEED SAWS 
MARVEL No, 6 (Capacity 6” x 6”) 
MARVEL No. 9 (Capacity 10” x 10”) 


4{UTOMATIC FULL BALL BEARING, 
TION SAW S— 
MARVEL No. 6A (Capacity 6” x 6”) 
MARVEL No. 9A (Capacity 10” x 10”) 
WVETAL CUTTING BAND SAW— 
MARVEL No. 8 (Capacity 18” x 18”) 


The most universal saw built. 


1 VEW 18” MARVEL HYDRAULIC HACK SAW 
MARVEL No. 18 (Capacity 18” x 18”) 


PRODUC. 


Marvel Horizontal 


Tapping Machines 


7 sizes, 7 capacities, 7 spindle 

speeds. Low priced horizontal 

tappers that do the work of far 

more complex and costly ma- 
chines. Standardized attachments for all models that 
can be added as needed. 


MARVEL products all the way down the 
line offer the distributor more to sell, more 
sales points and more sales. 


Write for Catalog and Bulletins 
ARMSTRONG BLUM MFG. CO. 
“The Hack Saw People” 

5753 Bloomingdale Ave., Chicago, U. S. A. 
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MANAGEMENT OBJECTIVES 


Reduce Your Market Liabilities! 


TAKE HOME a hundred recent reports of calls made by salesmen 





—and then ask yourself ‘what can I do to help the boys get some 


business now?” 


What about the prospect who says “We're waiting to see what 





the course of business is— what the President says — until Congress 


adjourns — until elections?” 


What about the prospect who says—‘‘your price is too high,” or 





“I don’t believe those claims” or ““we prefer another brand” or 


“we always used the X product with good results.” 


You'll conclude that ignorance of the truth about your product 





—how it will help users meet the present day problems caused 
by business conditions or legislation,— is costing your salesmen or- 
ders, and costing you volume and profits right now — costing people 


in your community jobs—costing your stockholders dividends. 


Better yet—turn over 100 such sales reports to your advertising 
agency and ask them whether your appropriation is adequate to 


overcome the sales resistances you meet today. 





held deneeieenennennnenenemetmeneneimeensemens 


Published In the interests of greater sales, employment and profits in 1938 by the 
McGRAW-HILL PUBLISHING COMPANY, INC. NEW YORK, N.Y. 
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WANT SALES? Fo | 
PUSH 


ADVANCE 
BADGER 


THE POWER KING 
CAR MOVER 


THE ADVANCE 
SAFETY CAR WRENCH 


Advance-Badger is the 
most modern widely 
used, and dependable 
line of car moving tools. 
Thousands of industrials 
all over the country use 
them—and you can sell 
them. There are types for 
any requirement — Power 
King—New Badger Slip 
Proof — Badger Never 
Slip—and the Advance 
Safety Car Wrench. 


Distributors can help 
their customers to new 
savings and can build up 
a@ nice paying business 
for themselves with the 
Advance-Badger line — 
NOW is the time! Get 
your stocks ready! 








> 





The Advance Car Mover Co., Inc. 
Appleton, 


Wisconsin 


CANADIAN ADVANCE CAR MOVER CO. 
WELLAND, ONTARIO, CANADA 








Harvester Webbing 
Sifter Brush Webbing 
Shoe Machine Webbing 
Bolting Cloth Webbing 


SOLID WOVEN WHITE COTTON 


BELTING 


SOLID WOVEN WATERPROOF 
TREATED BELTING 
ENDLESS WOVEN BELTS 
Apron Webbing 
Spindle Banding 
Linen Webbing 
Other Webbing and Belting Specialties 


The GLOBE PRODUCT coupled with the 
GLOBE POLICY makes dollars for distributors. 


Write for complete information 






OBE WOVEN BELTING CO., I 
BUFFALO, 


2 CLINTON ST. 


—_i 





trial field. The new lamp is side 
silvered and concentrates all the 
light in a powerful beam that makes 
an angle of 45 deg. with the hori- 
zontal, viewed from the side of the 
lamp, and one of 50 deg. viewed 
from the end. The reflecting surface, 
of real silver, is on the inside of the 
glass. Accurate adjustment of the 
beam is made possible by a special 
spring contact base and the lamp 
may be used in any medium base 
socket and burned in any position. 
Of particular interest is the new 
filament suspension which marks a 
wide departure from that of the 
ordinary tubular lamp. The filament, 
which is of a special double coil 
type, is locked in position by three 
all-metal supports. The manufac- 
turers claim that this method of 
construction greatly increases lamp 
life in actual service by minimizing 
filament vibration. The new lamp is 
made in 25 and 40 watts. Lamps will 
be available in standard and color 
correction frostings and in a wide 
range of colors processed by fusing 
the color into the glass. Among the 
industrial and commercial applica- 
tions of the new lamps are: indi- 
vidual machine and inspection bench 
lighting; desk lamps; louvres, 
troughs and panels; and for show 
and refrigerator cases.—Primary 
buying officials to be contacted in 
introducing this product are plant 
manager, superintendent and pur- 


chasing agent.—Birdseye Electric 
Co., New York City—MILL Sup- 


PLIES, August, 1938. 


Limit Switch 





















A new limit switch, designed pri- 
marily as a means of obtaining defi- 
nite, predetermined amounts of feed 
in planer operations, has been an- 
nounced. The device controls the 
intermittent operation of the feed 
motor on planers, plate planers, roll 
grinders or machines where an in- 
termittent feed or index function, 
which must be adjustable and con- 
sistent in operation, is regularly re- 
peated. 

Essentially, the switch consists of 
a drive shaft connected to the feed 
mechanism; an indexing means for 
setting the amount of feed to be 
obtained at each individual opera- 
tion; and a resetting mechanism for 
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floats 


The Load is always Centered 





on the chrome 
molybdenum 


The 11° float of the Dgpp, Forged, 
heat treated, steel Cap peod gi es Self 
Leveling or Alignmenfof the load. 
The centralized Ball definitely 

1. Reduces friction 88% 

2. Increases lifting capacity 

3. Eliminates twistingver creeping 

4. Reduces man hours= } 

Manufactured cictustwely’oy 
Templeton, Kenly/& Co, fy Chicago 
Bulletins cheeffully furnished 


Stocked by Jobbers ini every Gity in the United 
States, Canada and inhumerabigfereign countries 


thie 


Another Dependable 


Simplex Jack 













IREGR 


BELT HOOKS 


have the blue aligning card that locks 
hooks in position—prevents hook loss from 
handling—prevents waste of short card 
ends. 

Only ARMSTRONG-BRAY has a com- 
plete line with both WIREGRIP Belt 
Hooks and STEELGRIP Flexible Lacin 
(for heavy drives and conveyor belts} 
as well as couplings and hooks for round 
belting, and lacing machines (vise and 
bench types). 

Here is a line that misses no sales, that 
includes the correct lacing for every job. 
Here is quality that assures complete 
satisfaction and repeat business. It's the 
logical line to carry. 


ARMSTRONG-BRAY & CO. 
life "The Belt Lacing People” 
310 Loomis Ave. 
Pais 
Pa) 





































\ Chicago, U. S. A. 


Write for new 
catalog sheets 
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AMERICAN WYGRINISiT 


is read by the production executives who have 

buying authority in the metal-working industries. 

lt has thousands more paid subscribers than any 

other publication serving this field. When 

manufacturers whom you represent advertise in 

American Machinist, they are giving you powerful 
sales assistance. 


A McGRAW-HILL PUBLICATION 
330 West 42nd Street, New York, N. Y. 
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MORGAN 
VISES 


For every 
industrial 














STATIONARY JAW AND SWIVEL 
BASE 











@Every pliant is a prospect for 
Morgan Vises. They stand up 
under constant use without losing 
accuracy and precision and are 
completely guaranteed. 

Your customers will appreciate 
and prefer the reliability which 
Morgan Vises possess. he tine 
is complete for all their needs. 

it's profitable to sell them— 
and we cooperate fully. 











MORGAN VISE COMPANY 


108-112 N. Jefferson St., Chicago, Ill. 








DESMOND 


GRINDING WHEEL 
DRESSERS & CUTTERS 





We manufacture the only com- 
plete line of Dressers and Cut- 
ters to enable you to serve 
your customers’ entire wheel 
dressing requirements. 


Write today for complete new 
catalog and discount sheet on 
this widely used line that has a 
rapid turnover and a good 
profit margin. 


Desmond-Stephan Mfg. Co. 
Urbana, Ohio 




















automatically bringing the switch 
to the zero position after each indi- 
vidual operation has been completed. 
The drive shaft operates the switch 
through a magnetic clutch. The in- 
dexing mechanism also includes an 
arrangement for positively locking 
it in any selected position. Primary 
buying officials to be contacted in 
introducing this product are chief 
engineer, superintendent and pur- 
chasing agent.—General Electric Co., 
Schenectady, N. Y.—MILL Supptigs, 
August, 1938. 





Exhauster Equipment 


This company’s pedestal type buf- 
fing and polishing machines in sizes 
from 1 to 20 h.p. now permits the 
attaching of exhauster equipment to 
the back of the pedestal. This same 
exhauster unit may be attached to 
any make of grinding, buffing and 


polishing machine. The exhaust 
blower is powered by a 3600 r.p.m. 
ball-bearing motor, the motor and 
blower being mounted on a common 
base and attached to the back of 
the pedestal. The blower motor is 
controlled by a separate push but- 
ton manual starter at the front of 
the pedestal, this starter providing 
overload protection. If preferred the 
extra starter may be eliminated by 
having the blower motor and buffer 








JAEGER "BANTAM" 


(World's Champion 
Light-Weight Pump) 


In a class by itself for porta- 
bility and performance —a 
pump your customers need and 


4y 5 sent $3 4 _ 


Steel 


F.0.B. Factory Complete 
with Engine 

Fastest automatic priming 
small pump on the market — 
tremendous capacity for its 
size — ruggedly built with %-1 
H.P. ball bearing engine or 
electric motor that operates 
from light socket. Distributors 
are making big sales — winning 
new customers. Open territory. 
Write for details. 


The Jaeger Machine Co. 
> 50! Dublin Ave., Columbus, Ohio 














motor connected so that the two 
units operate simultaneously through 
a magnetic starter located inside 
the base. There is an air filtering 
stand available for connecting the 
exhaust blower. This stand is lo- 
cated in back of the machine and 
collects all refuse while the air 
leaves the stand perfectly clean. An 
arrangement of this kind permits 
the collection of dust and refuse 
from grinding, buffing and polishing 
equipment when location is remote 
to the reguiar exhausting system. 
Primary buying officials to be con- 
tacted in introducing this product 
are superintendent, plant manager 
and purchasing agent.—The Stand- 
ard Electric Tool Co., Cincinnati, 
Ohio.—MILL SupptLigEs, August. 


MILL SUPPLIES © AUGUST 1938 


Your Profits 





Are Safe 


with these Better Cap Screws 


Tough’ precision-made Triplex Cap Screws 
please your customers with smooth quick as 
sembly—the result of highly accurate forming 
from strictly specified steel, threads clean-cut, 
heads washer faced and surfaces burnished 
All sizes in standard types of heads and 
threads. Avoid sales-reducing kicks and pro 
fit-killing returns. Dependably profitable Trip- 
lex Screws are a safe wise buy Write today 
for samples and prices 


THE TRIPLEX SCREW COMPANY 
5307 Grant Avenue, Cleveland, Ohio 


IPLEX 


Lv SET SCREWS, BOLTS AND NUTS 


Millions sold—Used in Every Industry 
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FILES 


BEARING THIS MARK 


STAY SOLD 


More than 2500 shapes, 
cuts and sizes enables 
one to select the exact 
type of file for the job. 
The uniform size, shape 
and cut, in addition to 
the uniform hardness 
and the high quality of 
American Swiss Pat- 
tern Files, assure longer 
file usage and better 
work. 


American Swiss File and Tool Co. 


ELIZABETH, N. J. 





Ball Bearing 


LOOSE PULLEYS 


TO SELL 
BECAUSE: 


They prevent costly plant shut-downs—cut 
power costs—avoid frequent pulley re- 
placements—save daily oiling time—re- 
duce cost of lubricants—AND the natural 
benefits resulting from these advantages 
is SALES with GOOD PROFITS. You owe 
it to yourself to investigate NOW! 


CHICAGO PULLEY & 
SHAFTING CO. 


21 N. Des Plaines St CHICACO, ILL 





Lighting Fixture 


To provide a more pleasant 
illumination for accurate work, 
where it is necessary to show up 
fine detail with extreme clearness, 
this combination dome mixes the 
yellow-green light of the mercury 
vapor lamp with the predominant 
red rays of the incandescent lamp. 
It is claimed that this produces 
an overall illumination under which 
working conditions are far more 
comfortable. This is accomplished 
with a mercury lamp surrounded by 
incandescent lamps which mix the 
yellow-green and red rays to assure 
a more normal color of light. A 
diffusing glass cylinder prevents 
unpleasant glare. The 24-in. porce- 
lain enameled reflector has a pure 
white inside reflecting surface and 
a green exterior finish. The design 
of this reflector assures diffused 
illumination of uniform intensity 
over a large area, with freedom from 
sharp shadows or _ objectionable 
glare. For easy cleaning, without 
disturbing the wiring, the reflector 
may be removed from the hood. 
Primary buying officials to be con- 
tacted in introducing this product 
are plant manager, superintendent 
and purchasing agent.—Goodrich 
Electric Co., Chicago—MILL Sup- 
PLIES, August, 1938. 


Face Mask 


A new type of face mask for many 
practical uses is now being manu- 
factured of sheet aluminum, formed 
to shape and channelled to allow 
for the clear cellulose acetate win- 
dow 7 by 9 in. with which it is 
fitted. Window is replaced when 
necessary without the use of tools. 
The mask is equipped with a head- 
gear of special vulcanized fibre and 
is form fitting and adjustable to 
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various head sizes. Friction hinge 
joints permit the wearer to raise 
the mask over the head when not 
exposed to the hazard. This new 
mask is known as the “IPCO” nitro- 
meter-acid mask. While primarily 
designed to protect chemists using 
nitrometers, it is practical in many 
other fields for general protection 
of the eyes and face from splashes 
of acids, oils, alkalis and other sub- 
stances. It is light and comfortable 
and weighs 14 ounces. Primary buy- 
ing officials to be contacted in intro- 
ducing this product are superintend- 
ent, chief engineer and purchasing 
agent.—Industrial Products Co., 750 
W. Somerset St., Philadelphia.— 
MILL SUPPLIES, August, 1938. 


Skid-Lifting Unit 














A newly designed materials han- 
dling method called the “Jackmaster” 
system was recently developed by 
this company and consists of a semi- 
live skid and a two-wheel lifting unit. 
The lifting unit is of sturdy arc- 
welded construction and is equipped 
with large dual wheels and roller 
bearings. Lifting is accomplished 
with a fast direct action single 
stroke. The carrying platform has 
a smooth hardwood top entirely sur- 
rounded by an _ arc-welded steel 
frame. Double side girders hold the 
hardwood top firmly exposed in place 
without the use of bolts or rivets. 
There are no exposed board ends. 
The platform wheels are equipped 
with pressure lubrication and roller 
bearings. Primary buying officials 
to be contacted in introducing this 
product are plant manager, superin- 
tendent and purchasing agent.—Lew- 
is-Shepard Sales Corp., Watertown, 
Mass.—MILL SupPLiges, August, 1938. 


Rotary Hose 


An improved rotary hose identi- 
fied as Style 3154 is designed for 
service within the 1500 pound work- 
ing pressure range, is of 7000 pound 
burst construction, will not readily 
crush or kink, but at the same time 
is a _ super-flexible, high-pressure 
hose. Style 3154 has a tough com- 
pounded rubber tube and the body 
structure consists of multiple plies 
of extra heavy cotton duck and two 
distinct layers of bead wire spir- 
alled in opposite directions. Each 











layer of wire is imbedded in rubber 
| and carefully insulated from the 
other by high grade rubber and 
duck. Cover is of rubber com- 
pounded to give maximum resistance 
to abrasion. These features, com- 
bined with the third bead wire fea- 
| ture at the ends, provides a durable 
hose for rough rotary service. Pri- 
| mary buying officials to be contacted 
in introducing this product are su- 
| perintendent, chief engineer, and 
purchasing agent.—Goodyear Tire & 
Rubber Co., Akron, Ohio.—MrLi 
SUPPLIES, August, 1938. 


ROBBINS & MYERS 


For ECONOMY 


* Easy to use — thrifty with 
both time and material—Gard- 
iner Flux-Filled Solder cuts pro- 
duction costs and speeds up 
production. Yet—due to exclu- 
sive manufacturing methods— 
it is priced lower than even 
ordinary solder. Available in 
both acid and rosin core, in 
various alloys and core sizes 
. . + and gauges as small as 
1/32 of an inch. Gardiner 
solid wire, bar, drop and pellet 
solders . . . and babbitts of all 
grades ... provide the same 
uniform high quality. 


ELECTRIC HOISTS 
CRANES { 
CHAIN HOISTS 
TROLLEYS + WINCHES 


Write for our new "Bulletin 6161." It's 
full of hoist and crane information 
and model installations. 


ROBBINS & MYERS, Inc. 
HOIST & CRANE DIVISION 
SPRINGFIELD, OHIO 


FANS ¢ MOTORS ¢ HOISTS ¢ CRANES 
Founded 1878 
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are- CRANES AND EXCAVATORS SATISFIED CUSTOMERS 


yped Bulletin TX-45 completely describes Increase your sales 


yller 4 . . 
q the different sizes and types of truck 
shed - Give them 
THE FAMOUS 


; | mounted cranes and_ excavators 
ngile ; fact i b this any. 
eT QRS a Ley eh  vensteceured ty “this “Company 

With nearly half of its 30 pages 


vai | devoted to candid action pictures, | 
— 7 e this new bulletin is a pleasing de- | 
the Line tk cg dp 
lace 


| parture from the average type of 
vets. e 
Dependable as Time! 


manufacturers’ literature. Full, page | 
; size photographs describe the entire | 
ands. 
pped For 65 years the Lonergan 
name has been identified 


| mechanism of the truck crane. Also | 
llex contained in this booklet are speci- | 
oller 
cials with the successful manu- 


fications and clearance diagrams | 
this facture of power plant 


and much other usable information. 
a specialties—dependability —The Harnischfeger Corp., Milwau- | 
“tae throughout the years. kee, Wis. 
wil Today there are highly 
own, profitable possibilities 
1938. with the LONERGAN LINE 
anywhere in the Nation. 
You are wise in rec- 
ommending Loner- 
; an Pop Safety and 
lenti- elie Valves, 
| for Gauges and other 
vork- Specialties, for they 
ound have withstood the 
adily test of time. 


< Write for Catalog, 
time prices and complete 





Ave., Chicago, Ill. | 














PATS’ 


SPEED, POWER 
and EFFICIENCY 


with a minimum amount of effort. 


Model WT | 

Safes Valve PIPE FITTINGS—This booklet of 
12 pages gives operating men help- 

| ful information on how to maintain | 
pipe lines when using this firm’s 
pipe fittings and equipment. Many 
pictures and drawings help to make | 

| the booklet interesting as well as | 

| informative—S. R. Dresser Mfg. 

| Co., Bradford, Pa. 


HAND TRUCKS—This 46-page 


When ordering give the "ATLAS" 
first consideration. 


Manufactured only by 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


ssure information. 


SPECIALTIES for 
POWER PLANTS 
Standard Since 1872 


J. E. LONERGAN CO. 


213 RACE ST 


com- 
body 
plies 
d two 
spir- 
Each 


PHILADELPHIA PA 


| and most complete. 


| pletely described. 


two-color book on platform and spe- 
cial trucks is extremely attractive 
Each piece of 
equipment is pictured and 
specifications are included as well. 
The last few pages show by draw- 
ings the various types of skid plat- 
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com- | 
Dimensions and | 





2947 North 30th St., Milwaukee, Wis. 


(Formerly — Appleton Car 
Mover Co., Appleton, Wis.) 















BLACK & DECKER) 











J. F. Apsey, Jr. 
Advertising Manager 
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writes, ". .. we have been shown 
repeatedly and conclusively that 
FACTORY is doing an outstand- 
ing job for us and our distributors 


in advertising the widely diversi- 
fied Black & Decker line to indus- 


try." On the opposite page is 
reproduced Mr. Apsey's com- 


plete letter on why Black & 








Management and Maintenance 


A McGRAW-HILL 


PUBLICATION 


330 W. 42nd Street 
New York, N. Y. 


As Mr. J. F. Apsey, Jr., Advertising Man- 
ager of the Black & Decker Mfg. Co., 





With Consistent Advertising in Factory 


uses FACTORY to help their 
distributors. 


* * * * * 


FACTORY appeals to plant operating officia’s 


who are in charge of management, production, 
and maintenance. 

Editorial emphasis is placed on such man- 
agement subjects as employee relations, wage 
incentives, waste elimination, safety, foreman 
training. 

Among the production subjects are produc- 
tion control, cost control, time and motion 
study, plant layout, materials handling, powe 
transmission, electrical application, air-condi- 
tioning, welding. 

In the maintenance field typical subjects are 
organization and management of maintenance, 
building upkeep and repair. 
































Send for 


Literature and 
Prices on these 
New Cesco Products 


CHICAGO 
EYE SHIELD COMPANY 


2329 Warren Bivd. Chicago, Ill. 














You Jump Your Threader Sales 


when your Salesmen say, 
“Thread ‘em all with 1 set 
of chaser dies in this time- 
saving RIQQID No. 
65R." 


Only 4 chaser dies in- 
stead of |6—and they 
stay in the threader. No 
bother changing, no ex- 
tra pieces to lose. Your 







customers want this 
time and expense 
saving. 


Just a quick shift of the . 

setting post and this No. 65R is ready to cut 
perfect threads on |” to 2” pipe, any metal, 
all thread variations. They want this work 
saving. 


Speedy new style work-holder clicks to pipe 
size, tightens with one screw. They're glad to 
be rid of bushings! 


For easier more profitable threader sales, as 
Jobbers everywhere have found, feature this 
popular and unusual FRIED No. 65R. 


Write for new literature today. 


The Ridge Tool Co. Elyria, Ohio 


RiFzIb 
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form designs, the styles of upper 
structure, classes of running gear 
and the various styles of tongues 
for platform trucks.—The Fair- 
banks Co., New York City. 


COAL AND ASHES HANDLING 
—‘Solving the Problem of Coal and 
Ashes Handling in the Power Plant,” 
is the title of a new booklet, No. 
1510, of 32 pages. The book has 
numerous illustrations and contains 
ideas and suggestions for cutting 
handling costs in the power plant by 
means of elevating and conveying 
equipment, coal crushers, etc. The 
many illustrations show how a great 
variety of handling conditions were 
met, particularly in boiler plants of 
moderate size.—Link Belt Co., 307 
N. Michigan Ave., Chicago. 


VARNISHED POWER CABLE — 
A carefully prepared study on the 
correct uses of varnished “cambric” 
cable, the various types, physical 
properties and characteristics is now 
available. In addition to this infor- 
mation, there is a series of new 
tables relating to recommended 
thicknesses of insulation, tests and 
new current capacities data for use 
of this cable in both air and ducts. 
The concluding pages give recom- 
mended instructions for making 


| straight joints on the cable-—Ana- 
conda Wire & Cable Co., 25 Broad- 
way, N. Y. 





WHIPCORD V-BELTS—Technical 
details of the function and con- 
struction of the V-belt are described 
in a form that will be clear to the 
layman in an attractive four-page 
bulletin (No. 6868), describing “Con- 
dor” whipcord V-belts. Several in- 
teresting photographs of V-belt in- 
stallations, as well as list prices 
and a V-belt comparison table are 
included.—Manhattan Rubber Mfg. 
Division of Raybestos-Manhattan, 
Inc., Passaic, N. J. 


COMBUSTION ENGINE—A new 
36-page booklet, illustrating various 
installations of Diesel and gas en- 
gines was recently released by this 
manufacturer. The bulletin contains 
nearly 100 illustrations of the firm’s 
engines in_ service, 
their range of sizes and services.— 
Worthington Pump & Machinery 
Corp., Harrison, N. J. 


PLUMBING AND HEATING—A 
32-page book which approaches the 
proportions of a detailed guide for 
the installation of plumbing and 
heating equipment in industrial and 
commercial buildings has just been 
released. The book which is printed 
in two colors, covers by word and 
picture such subjects as the im- 
portance of proper sanitation in in- 
dustry, the dangers of back siphon- 
age, typical installations, lavatories, 


faucets and fixtures for wash sinks, 
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© Complete 


©@ Fast Service 
® Good Margin 
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* 
The H. M. HARPER CO. 


2622 Fletcher St. 


Chicago, III. 
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Completeness of the OTTEMILLER LINE 
coupled with quality at the right price 
gives you every advantage you need to 
get and hold the cream of the screw ma- 
chine products business in your territory. 
It's easy to get your customers to stand- 
ardize on Ottemiller's products once 
they've tried them. And 
you'll reap a profitable 
harvest in repeat orders. 


Investigate our 100% 
Distributor Service and 


see how you can bene- 
fit by it. 


The Wm. H. 








OTTEMILLER CO. 


YORK, PA. 
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FLEXIBLE SHAFTS 
and MACHINES 


Nut setting with our machines is 
accomplished with ease and accu- 
racy. Sixty types to select from 
covering hundreds 
of portable opera- 
tions. 





Manufactured by 
N. A. STRAND CO. 


5001 NO. WOLCOTT AVE. 
CHICAGO 











CLEMENTS 
CADILLAC 


LEADS IN 








MONEY FOR YOU! 


The Clements-Cadillac Portable Electric 
Blower and Suction Cleaner leads the 
field only because of the recognition 
it has achieved through its reputation 
for quality and superior performance 
and — it’s ways easier to sell the 
leader! Cleans motors, switchboards, 
generators, convertors, control boxes 
as’ well as all intricate machinery and 
equipment. Converts instantly into a 
Suction Cleaner or Sprayer. Write to- 
day for distributors terms and free 
trial offer. 


CLEMENTS MFG. CO. 


6656 So. Narragansett Ave. 
CHICAGO ILLINOIS 








showers, drinking fountains, water 
| closets, sinks and plumbing brass. 


In addition there are pages devoted | 
to heating equipment such as boilers, | 


radiators, convectors, speed heaters, 


and water treating equipment and | 
836 | 


water systems.—Crane Co., 
South Michigan Ave., Chicago. 


METAL MOULDINGS—A 
| catalog recently issued contains 167 
| pages 


shapes which this company is pro- 


ducing for many commonly used | 
metals. The simplified indexing and | 
| arrangement by which the catalog is | 


sectionalized under logical classifi- 

| eation will appeal to the busy user. 
—Dahlstrom Metallic Door 
| Jamestown, N. Y. 


SAND CONDITIONING — Two | 
new catalogs on the subject of sand | 
Cat- | 
| alog No. 20 describes the new model | 


conditioning have been issued. 


“M” sandcutter and catalog No. 15 


describes the model “AA” sandcut- | 
these | 
catalogs show all of the mechanical | 
features and construction details, to- | 


ter. Profusely illustrated, 


gether with views showing applica- 
tions in foundries of all kinds.— 
American Foundry Equipment Co., 
Mishawaka, Ind. 


PULLEYS—tThe new catalog con- 


tains additional engineering data on | 
several pulleys as well as drawings | 


| and other information on this firm’s 

| products. The folder is punched 

| ready for insertion in the salesman’s 
binder and contains the latest set of 
list prices.—Congress Tool & Die 
Corp., Detroit, Mich. 


VALVES—Here is a new valve 
reference book (No. 38) just off the 
press which features a complete line 
of boiler blow-off valves; several new 


| dimensions, tables, and facts about 
valves; a new line of semi-steel Ib. 

| oil, water and gas valve for the 

| oil industry and complete sets of 
prices.—Homestead Valve Mfg. Co., 
Coraopolis, Pa. 


SLIP RING MOTORS—Bulletin 
M-2, “P&H Convertible Slip Ring 


Motors,” is the most recent addition | 


| to the group of electric motor cata- 
logs. Giving a thorough analysis 
of the requirements 


slip. ring motor, this booklet 


| manufactured. 
| line drawings and complete descrip- 
tion of the salient features of the 
stator, the rotor, the slip 
brush holders and the Solenoid op- 


erated brakes, this bulletin will be 
of interest to motor users in indus- 


trial shops, machine shops, steel 
mills, and all other branches of in- 
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new | 


illustrated with actual-size | 
section drawings of the innumerable | 


Co., | 





lines of lift-plug valves; complete | 





demanded of | 
the standard wound rotor type of | 
in- | 
| eludes specific information describ- -| 
ing how motors are designed and | 
With cross-sectional | 


rings, | 





YOULL MAKE MORE 


@ because I’m the best in 
the field and satisfy the customer 
so that he always reorders.” 
And, Atkins’ price set-up on Can- 
tol Belt Wax affords a most 
attractive profit to the jobber, 
enabling him to push the line 
and make money. Don’t over- 
look Cantol. Available in bars, 
liquid or paste. 


E. C. ATKINS AND COMPANY 
420 S. Ilinois St. 


ANTOL “7: 


indianapolis, ind. 





THESE FAMOUS 


VICTOR 


BELTINGS 
fanner 


“EASTON” Solid Woven Cotton Belt- 
ing. Economical . .. strong... . 
recommended for all kinds of light 
conveying. Widest range of sizes 
available. ; 


“AMPERE" Canvas Stitched Belting. 
Ideal for both industrial and agricui- 
tural purposes. Furnished in red, 
black, or paraffin treated. 

"VICTOR" Balata Belting. The best 
obtainable . . . for driving, convey- 
ing, and elevating. 

Also: ''Foodtex'’, the new sanitary con- 
veyor belting for the food industries; 
""Penntex'' for special power drives; 
""Weartex"' for economical conveying 
and elevating; and many well-known 
Victor Belts and Specialties. Write for 
particulars. 


VICTOR 


BALATA & TEXTILE BELTING CO. 
53 Park Place, New York 
345 W. Hubbard St., Chicago. 
Factory, Easton, Pennsylvania 








” Command a Price! 


MANAGEMENT OBJECTIVES 


PRICE cutting—direct or indirect—is proof that the cus- 
tomer doesn’t believe or understand the superior value 


in the product at the asking price. 


ADVERTISED PRODUCTS ARE SELDOM 
BOUGHT ON A PRICE basis: —unadvertised 


products are usually bought on a price basis. 


The reasons for the superiority of advertised products 


are widely believed and understood. 


Ask your advertising agency whether your appropriation 


is adequate to accomplish this objective. 


he spn ee SERRE eeneeenreeernemnmntemenets 





Published In the Interests of greater sales, employment and profits in 1938 by the 
McGRAW-HILL PUBLISHING COMPANY, INC. NEW YORK, N.Y. 
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JIMMY 
DUMORE 


= wy Say 


“An off-hand grinder is only as dependable as 
its motor . - as flexible as its design. No 
wonder, then, that Dumores stay sold. First of 
all, they have many extra power hours built-in 
through precision manufacturing methods .. . 
and secondly, they deliver maximum efficiency 
with minimum weight and bulk. Take the new 
No. 10 for instance. It develops 1/18th h.p. at 
20,000 r.p.m., yet it’s well balanced, easy to 
handle and weighs but 2 lbs., 12 ozs. 


There are hundreds of jobs in every shop that 
can be done faster and cheaper with a Dumore 
Hand Grinder. Get better acquainted with this 
easy source of extra profit ... write for the 
new brochure “Dumore Co-operates.” Jimmy 
Dumore, c/o The D Co., Raci Wis. 

















No. 32A QUART SIZE 
THE MECHANIC’S FAVORITE FOR 
THREE GENERATIONS. 


OTHER C & L TORCHES 
No. 99 Pint Size—Midget Flame for 
small size copper tubing work. 
No. 252 Flat Pint Tool Kit Torch. 


No. 308 Quart Size—With sub-flame 
for extremely cold or windy weather. 


No. 325 Quart Size—For heavy duty. 
No. 225 Two Quart Size—Heavy duty 


burner. 


CLAYTON & LAMBERT 
DETROIT 


Guess 


MICHIGAN 











dustry where motors with controlled 
starting and speed regulation are re- 
quired.—Harnischfeger Corporation, 
4400 W. National Ave., Milwaukee, 
Wis. 


INDUSTRIAL BELTS—A new 
32-page belting data book covering 
the application of industrial belts 
to the specific purposes for which 
they are designed has recently been 
issued. This book covers transmis- 
sion, conveyor, and elevator belts, 
and is particularly useful for en- 
gineers, plant operators and execu- 
tives. The book is packed full of 
illustrations and information, easy 
to read and understand. It includes 
recommendation tables, reeommended 
cover thicknesses, horsepower tables, 
types of drives, tables of speeds, ply 
recommendations, tensions, belting 
layouts, and other information for 
use in making proper belting appli- 
cations—New York Belting and 
Packing Co., Passaic, N. J. 


MECHANICAL RUBBER GOODS 
—A new illustrated catalog of 
mechanical goods products should be 
of interest to all users of such wide- 
ly used items as transmissions, con- 
veyor, elevator and grain belting; 
air, water, welding, steam and all 
other types of hose. In addition to in- 
formation on construction and appli- 
cation of various mechanical goods, 
the catalog also contains valuable 
hints on proper care of rubber belt- 
ing and maintenance of belting ser- 
vice records. Among the newer de- 
velopments included are “All- 
Weather” link mats, dock and ship 
fenders and “Plioweld” rubber lin- 
ing for tanks and other equipment 
exposed to acids or acid fumes.— 
Goodyear Tire & Rubber Company, 
Akron, Ohio. 


CHECK VALVES—“Checking Up 
on Check Valves,” an eight-page, 
two-color booklet just issued covers 
the whole check valve field in word, 
picture and diagram. The two basic 
types of check valves are described, 
their various applications are dis- 
cussed, ten “Do’s and Don’ts” are 
listed and two entire pages are de- 
voted to cross-section views. The 
booklet is virtually a textbook on the 
subject.—Crane Co., 836 South Mi- 
chigan Avenue; Chicago, Ill. 


HOISTS—A new catalog No. 38 
has just been issued which contains 
in addition to the regular Ford line 





of spur geared, screw and differen- 


tial chain hoists, complete informa- 
tion on jib cranes and differential 
hoists with ball bearing mountings. 
The new ball bearing Ford spur 
geared hoist is featured in the cata- 
log. Copy will be sent on request.— 
Ford Chain Block Division of Ameri- 
can Chain & Cable Co., Philadelphia, 
Pa. 
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_COLLIS 





MAGIC TYPE CHUCKS 
‘ AND COLLETS 








Made from good 
grade of steel, hard- 


ened and_ ground. 
Easy to operate 
| Can be used for 


drilling, tapping and 
reaming. 





Also manufacturers of drill sleeves 
} and sockets, lathe centers, chuck 
| arbors, drill drifts. We are pre- 
pared to handle all regular and 
special requirements of your cus- 
tomers. 








THE COLLIS COMPANY 
CLINTON, IOWA 








COME TO 
HARRIS 
FOR COPPER 
EXPANSION 
JOINTS 








STANDARD 
CONCAVE 
AND 
CONVEX 
TYPES 
Cast Iron or 
Steel 
Flanges 

















% Harris Copper Expansion 
Joints protect low pressure and 
vacuum lines against expansion 
and contraction. Made in sizes 
from 4” to 60” diameter. Price list 
and dimension sheet on request. 


ARTHUR HARRIS & CO. 
210-218 N. ABERDEEN ST. 
(formerly Curtis St.) 


CHICAGO, ILLINOIS 
Est. 1884 

















HUNTINGTON 


VINCENT 


GRINDING WHEEL 
DRESSERS AND CUTTERS 


A Satisfied Customer 
and a Good Profit 
from Each Sale... . 


When you offer Vincent-Hunt- 
ington Cutters to your customers 
you lay the foundation for 
steady, repeat business. Their 
superior performance under all 
conditions has made them stand- 
ard equipment in many large 
industrial plants. 


Vincent - Hunting- 
ton Cutters are 
made from special 
analysis steel and 
milled — not 
stamped. They are 
heat treated prop- 
erly by our ex- 
clusively “Vincent 
Process” which 
assures cutters 
neither too soft 
nor too hard. 


Sell Vincent- 
Huntington Cut- 
ters on their low 
first cost, on their 
high quality, on 
their consistently 
good performance 
and you will get 
not only the first 
order but replace- 
ment orders as 
well. Vincent- 
Huntington Cut- 
ters fill the bill 
on all points and 
you reap the 
profits. Have you 
seen our handy 
catalog sheets? 


Gverv 
VINCENT 
Cutter 
Has 18 
Teeth 
Count 
Them / 


THE 
VINCENT STEEL 
PROCESS CO. 


2434 Bellevue Ave. 
DETROIT, MICH. 
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